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Are You Getting the 
Most Out of Sport- 
ing Goods? 


Fie ever increasing de- 
mand for sporting goods 
is making it necessary for the 
hardware man to keep abreast 
of the developments in merchan- 
dising it. Commencing with 
the playthings of the youngest 
tot and following through to the 
latest thing in fishing rods or 
golf sticks for the adult, Harp- 
WARE AGE is giving in its 8- 
page toy and sporting goods 
section some real information. 
The second issue of the month. 


Read What They Say 
About Us: 


Am very much satisfied with your 
paper. fj 
(Signed) WALTER FENWICK, 
Niagara Falls, Canada. 


Most of our hardware salesmen 
receive the HARDWARE AGE and get 
a great deal of good from your pub 
lication. 

Yours very truly, 
THE CANTON HARDWARE COMPANY, 
(Signed) B. F. Boorn, 
Canton, Ohio. 


I attach check for one year sub- 
scription for HARDWARE AGE. May 
you continue to function and grow. 

Norvell piece every week is worth 
$1.50 or more. 

(Signed) DouGLas METCALFE, 

Mount Dora, Fla. 
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“Built Like a Cord Tire” It Wears Like One 


guaranteed merchandise. 


It’s the quickest road to sales—and it’s the 
best insurance of satisfaction both for him and for his 
customers. 


When a hardware merchant can say, “Mr Custom- 
er, the manufacturers of this garden hose guarantee that 
it will give you longer service than any hose that you 
have ever used before”, he’s pretty sure to make the 
sale without a moment wasted, isn’t he? 


This straight-forward guarantee is attached to every 
length of Gates Cord Hose—and the guarantee is back- 
ed by a manufacturer who has been making hose and 
guaranteeing it for 10 years now. 


Your Jobber can supply Gates Cord Hose to you 
promptly. You will find it the easiest to sell and the 
most nae! oe. to your customers of any hose that you 
have ever handled. 


Fk VERY merchant knows the advantage of selling 


GATES GARZJEN HOSE 


Manufactured by The Gates Rubber Company, Denver, U. S. A. 
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Chain Store Competition 


- Mountains and Mole Hills 


estimating the competitive power of the chain 

stores? Undoubtedly we under-estimated them 
in the beginning. Has the pendulum swung to the 
other extreme? 

Let us give them due credit for all that they have 
done in a competitive way, but let us at the same time 
set down the facts and study them calmly and dis- 
passionately. 

When you think of chain stores, what comes first 
to your mind? Price. Very well, let’s analyze the 
price angle. The chain store systems sell, collective- 
ly, in competition with independent hardware re- 
tailers, approximately one hundred items at prices 
which the independents, generally speaking, have 
been unable to meet. Piices on those items have to 
a certain extent undermined the confidence of the 
public in the independent stores. 

That is a fair statement of the case. Can the situ- 
ation be remedied? We believe that it can and will. 
Does it stand to reason that the thousands of inde- 
pendent hardware merchants and jobbers of this 
country will allow themselves to be “licked” by low 
prices on such a comparatively few items? We do 
not think so. When the price problem is thoroughly 
understood by all the factors in the hardware industry 
—and the seed for such an understanding is rapidly 
taking root—the price hurdle will be much less for- 
midable. 

Don’t misunderstand us. We realize that price is 
a very real and a very grave problem at this time, but 
we are trying to look at the situation from an un- 
biased, analytical standpoint. We know the immense 
amount of capital tied up in manufacturing plants 
selling through independent hardware wholesalers 
and retailers. We know the vast amount of money 
invested in hardware jobbing houses and retail stores. 
We cannot visualize a situation wherein that capital 
can long be placed in jeopardy by low prices on a 
comparatively few items. 

The independent retailer is inclined to think that, 
because chain stores buy direct, they thus wipe out 
the wholesaler’s profit. Let’s consider that phase of 
the question. Chain stores cannot assume the func- 
tions of the wholesaler without also assuming the 
legitimate costs incident to wholesaling. They can- 
not pay interest on the capital used in filling the 
functions of a wholesaler unless they take a profit 
from that part of their business. Therefore both 


N RE independent retail hardware merchants over- 


wholesale cost and wholesale profit must find a place 
in chain store operation. 

The independent hardware merchant often assumes 
that chains buy at extremely low prices because they 
represent a form of group buying. To a certain ex- 
tent, that is true, but—if chain store buying is group 
buying, how about the buying of the wholesaler? 
Isn’t he buying for a group of retail merchants? 

The independent retailer assumes that the chains 
get better bargains than do the wholesalers. It is true 
that in many cases they have obtained better bargains 
on cheap merchandise. Can they, however, continue 
to hold that advantage? Up to this time chain store 
buyers have been able to induce some manufacturers 
to sacrifice legitimate profits on chain sales, and look 
to the wholesaler and independent merchants for their 
profits. 

If it were not for the wholesalers and the indepen- 
dent retailers, chain stores would have to pay higher 
prices for their wares. A more general appreciation 
of this fact may have considerable bearing on the price 
problem of the future. 

Some independents assume that the chain stores 
excell in selling. We doubt it. Chains have led the 
way in such things as display, arrangement, variety 
at a price, and advertising, but they have done little 
actual selling. They have simply made it easy for 
people to buy. The independent hardware merchant 
is fast approaching their ability in that regard, and 
he does more actual selling. 

Chain stores do use known merchandise as leaders. 
to get people into their stores. When the public 
enters it finds a great variety of the goods on display 
are unknown brands. The real profits of the chains 
are made on this unidentified merchandise, often 
cheap in quality, as well as price. Will the public 
continue to be satisfied with merchandise of that kind? 
There is still truth in the words of that master sales- 
man, E. C. Simmons: “The recollection of quality re- 
mains long after the price is forgotten.” 

The independent merchant assumes that the people 
want only price. That is fallacy. What people really 
want is the best value they can get for the price they 
are able to pay. Teach them value, and they will pay 
prices commensurate with that value. 

The independent hardware merchant needs price on 
a comparatively small number of competitive items in 
order to show that he can sell as cheaply as his com- 
petitors. But—he must actually sell value. Therein 
lies his reputation and his profit. 
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Show Card 
Writing for the 
Beginner 


THIRD CHAPTER on the Single 
Stroke Roman Alphabet 


By Joseph Bertram Jowitt 





PEED in writing 
show cards is 
the uppermost 

thought in the minds 
of all those who han- 
dle a Red Sable show 
card brush. The 
majority of show 
cards are used today 
and discarded _ to- 
morrow, so-to-speak, 
they might be classed 
as the “silent sales- 
man” of the retail 
store as well as the 
wholesaler and 
manufacturer. Aside 
from their great sell- 
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none could be more 
simple or more 
quickly done than 
the method of lay- 
out shown on the 
accompanying cards. 
It is an original idea 
of the writer’s de- 
signed especially for 
HARDWARE AGE 
readers. 

In learning to 
make _ free - hand 
scrolls draw them 
first on paper the 
scroll may be re- 
traced again on the 
show “cards. If 
scrolls are made 











ing power they add 

the necessary finishing touch to the window display and 
lend a businesslike appearance to the store ~sorige§ 
The elementary single strokes of the letters Q, R, S, T, 
U, are indeed simple as’ shown on the mignetes 
plate and the art of properly connecting them into per- 
fect letters is only a matter of acquiring the “feel” of the 
brush. Anyone who can remember their first attempts 
at learning to operate an automobile will understand 
what is meant by 


slowly they will ap- 
pear stitf because it is the quick “swing” that makes 
them gracetul. 

Take the card featuring “Eagle White Lead,” first the 
top and then the bottom picture were pasted on. Then 
two 8 inch squares were drawn in pencil for the read- 
ing matter these squares were outlined in gray by using 
a yard stick to guide the hand. The tracing of the scroll 
work is the last operation which adds the finishing 

touches to the card. 





The lead pencil lines 





getting the “feel” of 
your car. The pass- 
ing from the awk- 
ward stage until one 
has control of the 
brush is only a mat- 
ter of confidence and 
practice. 

Of all the differ- 
ent methods of lav- 








For all scroll work or outlining letters 
use LONG HAIR Red Sable Brushes 
For all single-stroke lettering use 


SHORT HAIR Red Sable Brushes 


are then erased with 
a piece of ARTGUM 
and the little silent 
salesman is ready to 
pull business. 

The beginner 
should know when to 
stop because too 
much “fancy work” 
cheapens instead of 














ing-out show cards 
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Children 





enhancing the show card. The “DISSTON SAW?” card 
shows just enough scroll work, there is lost more room 
for more scroll work but the open spaces left makes the 
card all the more attractive. 

Graceful scrolls are the result of practice more than 
anything else and it is just this practice that makes the 
beginner more proficient at lettering. Circles within 
circles, and ovals within ovals is the best way to acquire 
the brush “swing”. When making scrolls the brush 
should always be fully charged with color which should 
be well distributed into the “heel” of brush by working 
it backward and forward on‘a piece of paper. 

It is astonishing how a cluster of small circles done 
in bright colors or plain gray will illuminate the entire 
show card. 

The beginner should remember that whenever scroll 
work is used there should be plenty of room for it. 
Illustrations should correspond with the merchandise 
featured in window to carry the sales punch. The same 
may be said for the “Bright Star Flashlight” card. , Both 
these pictures pasted on the cards have a direct bearing 
on the merchandise displayed. These cards are one- 
half sheets measuring 14 x 22 inches. 

The proper way to lay out a show card is to first mark 
off a liberal margin of from 1% to 2 inches from out- 
side edge. Next draw a line through the center of 
card this will help to properly balance or center your 
words and letters. The eye will soon become accustomed 
to this center line and the work of laying out lettering 
will become automatically easier. 

The reason that free-hand lettered shows cards are 
so much more effective and artistic than the press printed 
lithographed cards is that there is a certain attractive 
personality about them that the others do not possess. 
The beginner should realize that his own individuality 
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~ | Purpose” 





will ever be present in his lettering and no matter how 
well he progresses or how faithful he is in practicing, 
his roman letters will never be exactly like the copy 
before him. This does not mean that they will not 
be as perfect as the copy because the copy itself is not 
technically perfect. There is a distinct individuality in 
show card writing just the same as there is in a persons 
long hand writing. 

By studying the work of some beginners at show card 
writing one cannot fail to observe that lost motion is the 
main cause of slow work. In building up a letter by the 
single stroke method every stroke of the brush should 











count as a finished element of that letter. Every time a 
stroke requires retracing or touching up, a great deal 
of valuable time is lost. The beginner should never 
lose sight of the fact that a patched up show card loses 
its value as an advertising medium. 





Drinking Fountain Increases Sales in Oregon Retail Hardware Store 


HE Gold Hill Hardware Co. in Gold Hill, Ore., 
has installed a drinking fountain in the front of its 
store. It is a convenience and a service ‘to customers 
and also stops the passerby. Merchandise is well dis- 
played and even if no sale is made at that time, the 


Gold Hill store is remembered as the place where one 
can quench his thirst. Many people stop in the store, 
just to get a drink of cool water but the habit of coming 
in, often becomes fruitful for the hardware dealer sup- 
plying the water. 
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KUTLERY 


By Saunders Norvell 


NE of my correspondents is moved to inquire 

what Stone Mountain has to do with the hardware 

business. | have replied that it is very closely 
allied with one department of the business: General Lee 
and Stonewall Jackson for four years were engaged on 
a large scale in the arms and ammunition business in 
the South. 

* * * 

The other day I had to wait for a man in his ante- 
room. On the table lay a book. Noticing that it was 
a life of Stonewall Jackson, I picked up the book and 
opened it at random. The chapter described the assem- 
bling of the Confederate troops at the opening of war at 
Harper’s Ferry. The town was full of troops. Hand- 
some young officers in their new gray uniforms, with 
brass buttons and gold lace were riding spirited horses 
up and down the main street to the great admiration of 
the ladies of the town. The amount of saluting that was 
being done was something prodigious. The pageantry 
of war, with all of its romance, was in full blast. 

Then one day an old-fashioned train puffed into town 
and a tall, angular, bearded man, covered with the grime 
and dust of the journey, stepped off. He wore an old 
well-worn blue uniform and the regulation blue Army 
cap that hung over its vizor in front. It had been a long 
time since the clothes of this individual had been pressed. 

He walked up to the army headquarters, carrying his 
own grip. When he arrived the distinguished officers 
present were surprised to discover that the stranger was 
General Jackson. He went to his room and performed 
his ablutions with the assistance of the white china bowl 
and pitcher of the period. That was before the days 
when every traveling salesman charged up a room with 
bath on his expense aceount. Rooms with bath did not 
exist. 

Then this tall moth-eaten looking general had a con- 
ference with his junior officers. They all knew that he 
had been the principal of a military school. He sat in 
the conference mostly in silence. After a number of 
the young officers had expressed their views of the situ- 
ation, he remarked, ‘‘Well, gentlemen, I guess these raw 
recruits need drilling, and the first thing we will do is 
to drill.” Drilling became the order of the day. It was 
drill, drill, drill; nothing but drill. As the weather was 
warm this general allowed the recruits to drill in their 
shirt sleeves. He drilled them himself in his shirt 
sleeves. Hardly an officer at headquarters knew the 
first principles of the manual of arms. 

That is the way Stonewall Jackson started in his 
career as a general in the Southern Army—just drilling 
raw recruits. 

* * * 

I would like to have read some more, but the door 
opened and I was invited into the inside office to keep 
‘ny business appointment. This meeting had something 
to do with sales. Somehow I couldn’t help but think that 
the sales forces of a good many big concerns in the 
United States today are very much like that army at 
Harper’s Ferry. They are all dressed up in gold lace. 
They are rushing about in automobiles. They are full 
of conversation. I wonder how many of them need 
actual drilling in their lines of goods? I guess the job 


of a number of executives in this country is to take off 
their coats, lay aside their epaulets and stars and get 
down to hard pan in the way of drilling the boys. 
* ok * 
I-ven a typewritten letter carries its message from the 
office from which it comes. I don’t mean the typewritten 


‘words, but I do mean the character of the stationery, and 


the way the letter is typed. Sometimes a job is too well 
done on paper that is too heavy and expensive for ordi- 
nary correspondence. Such immaculate work is dan- 
gerous, because it looks too much as if it were printed. 
A personal letter is taken for a circular letter. 

Then I wish the manufacturers of stationery would 
stop putting out envelopes that are so tough you cannot 
cut them even with a paper cutter. Such paper must 
be made of real rags, and it must be expensive. But 
what’s the use? No one enjoys performing a surgical 
operation to such an envelope. 

Then there are other letters that are very sloppy. The 
stenographer has not cleaned her type. The letter is 
carelessly written. This sloppiness and carelessness car- 
ries its own story. Such letters remind me that some 
stenographers need a little drilling! 


* * * 


I have been thinking quite a lot recently about cutlery. 
I find there is sales resistance in selling shears and scis- 
sors, because women are buying their clothes ready made. 
The dear ladies tell us it does not pay to make their own 
clothes, just as it does not pay to bake their own bread 
or their own cake. I suppose after a while they will 
even stop boiling eggs. 

The dear girls are certainly having a new freedom, 
and this freedom comes as a result of buying everything 
ready made and having very little work to do. That is 
why the women of the country are becoming so intellec- 
tual. They have time to read and attend lectures and 
become “high-brows.” 

When Count Keyserling was over here recently on his 
lecture tour he was very much impressed with the women 
of this country. He was not a bit impressed with the 
men. The men did not fall for the Count and the Count 
did ngt fall for our American men. The average man 
he met had never heard of “A Travel Diary of a Phi- 
losopher.” The men were only interested in the price 
of wheat, corn, cotton, steel, copper or lead. They were 
generally interested in the stock market. But the ladies 
flocked to hear the Count talk. They enjoyed his phi- 
losophy. 

* * * 

It just happened that I went to Barney Gallant’s 
place the night before he closed up for the summer. 
Barney told me, in the strictest confidence, that this 
summer he was going to the Orient for his vacation. 
“Why the Orient?” I inquired. 

“Well,” replied Barney, “I am so fed up watching 
the stunts the American women pull off that I want to 
go to a country where women are kept in their place.” 

3arney assured me that he had very strong leanings 
toward the Mohammedan religion. He thinks the great 
danger in the United States is the fact that it is now 


















































































being run by women. He says the American man is 
entirely under the domination of woman. 

Yes, and what is worst of all is the fact that ordering 
all these clothes ready made seriously affects the sale of 


shears. * ‘ ‘ 


Then I studied the pocket knife situation. Patented 
pencils that do not have to be sharpened are hurting the 
sale of pocket knives. The average American has lost 
his pride in the possession of a beautiful pocket knife. 
He is trying to possess so many things that his penknife 
is a disgrace to modern civilization. He knows the 
name of the maker of the collar he wears. He knows 
the name of his fountain pen. He knows the name of 
his hat, but he does not know the name of his most in- 
timate personal possession—his pocket knife. Try him! 

ok aK * 

I carried some samples of shears, pocket knives and 
kitchen knives out to my home. One of my married 
daughters called. She passed up the shears and pocket 
knives, but she did want a sharp kitchen knife. Another 
daughter called. She did exactly the same thing. One 
of our neighbors came to call. She looked over the 
assortment, then remarked that she would like to have 
some good sharp kitchen knives. She was not interested 
in either shears or pocket knives. 

These experiences put me to thinking. People still 
eat with alarming regularity. People still have kitchens. 
[even if we buy bread and cake ready made it must be 
sliced. No manufacturer has yet brought out bread al- 
ready sliced. When he does it will make a hit. It.cuts 
out one operation in housekeeping. Some day we will be 
served with our bread as we now serve sandwiches, 
wrapped up in tissue paper, but at present, even when 
people move into flats, they still have kitchens or kitch- 
enettes and even in the kitchenette oranges and lemons 
must be sliced. 

I think I am on the eve of a great discovery, and this 
discovery is that there has been a great increase in the 
sale of kitchen cutlery. The population of the country, 
by reason of the fact that children will grow up and get 
married, is constantly breaking up into smaller units. 
Each of these units must have a kitchen and each kitchen 
must have its outfit of knives. 

Now, take my own case, for instance. I happen to 
have a house that is large enough to house several fami- 
lies. That would mean just one kitchen, but our children 
have married and left us. This means that they have set 
up kitchens of their own, and all this means greater 
sales of kitchen knives. 

Now the point is that there is a great field for selling 
kitchen cutlery. After all, it is only wisdom in making 
sales to pursue the course of least resistance. It is 
easier to sell butcher knives and kitchen knives than any 
other item in the cutlery line. I am sure of that. It is 
easier, because there is a greater demand for the goods. 
The demand is not falling off. People these days, gen- 
erally speaking, are too careless and lazy to sharpen 
their knives, so when a knife gets old the easiest thing 
to do is to buy a new knife. 

If my deductions are correct, it seems to me that 
every retail hardware store, either at the front door or at 
the show window, should have a board displaying and 
featuring kitchen cutlery. When I stop to think of it, 
I do not remember ever having seen a complete and 
comprehensive display of kitchen knives. These goods 
that sell so readily are usually hidden away in a show 
case or on the shelves. 

* * a 

I am still working on that idea of retail hardware 

dealers employing men to do house-to-house canvassing 
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in their own towns and in their own trade territories. 

Just this week a very intelligent man applied to me 
for a position as a salesman. In the course of conversa- 
tion he told me that his early education had been in 


liouse-to-house canvassing. 1 suggested my idea of 
sending young men and boys out with a line of samples 
from a retail store. “No,” said the salesman, “that 
plan is not workable. The unit of sale is too small. If 
you add enough commission to pay the salesmen. it 
would put the price of the goods too high.’ He agreed 
with me that a lot of kitchen cutlery could be sold by 
house-to-house canvassing, but his objection was that 
the volume of sales, in dollars and cents, would be too 
low. 

Then he told me what we all know, and that is that 
the great difficulty in developing a business on a basis 
of house-to-house canvassing is the turnover in sales- 
men. “You can't keep your salesmen. If they are good, 
they go into other lines. The average man does not like 
house-to-house canvassing,” said this man. 

Then this salesman told me a curious story. He said 
when he was in the house-to-house canvassing business 
they had a salesman working in a large city whose sales 
were larger than those of any other salesman. ‘They 
wondered how he did it, so at one of their sales meet- 
ings they asked him. ‘“‘Well,” this salesman answered, 
“You know the great difficulty in large city canvassing, 
where most of the people live in an apartment is to get 
upstairs to see a prospect. Most of the first-class apart- 
ment houses will not allow-a stranger to go unstairs and 
work from apartment to apartment. So,” said this sales- 
man, “I just ring the telephone.downstairs, and when 
they answer from the apartment, I say, ‘C. O. D.’ Then 
the reply would be ‘Come right up.’ So I would go up 
and see the beautiful lady of the house and usually 
would make a sale. When she would ask ‘What did 
you mean when you said C. O. D. over the telephone ?” 
‘Oh,’ I would reply, ‘I meant “Come on Down,” ‘but you 
answered, “Come on up,” so here I am!’ Usually this 
made her laugh and, of course, when you get them to 
laugh it helps to make a sale.” 

Then I talked to this salesman about making the ex- 
periment in a certain county in the sale of cutlery. 
“Who knows,” I said, “just how much cutlery might 
be sold if the proper kind of a campaign is put on with 
the right salesmen? My idea, for instance, is to organize 
a crew of salesmen and “ein them work a fixed terri- 
tory, representing a retail hardware dealer in that ter- 
ritory. These salesmen would not only sell goods and 
take orders for this retail dealer but they would dis- 
tribute his cards and pamphlets and help him sell other 
goods. They would call on the housekeeper as a direct 
representative of the local hardware dealer in that town. 

“For instance,” I said, “take Westchester County, 
New York. It is one of the richest counties in the 
world. There are more income tax returns made from 
Westchester than from eighteen States in the United 
States. The towns in Westchester are only a mile or 
two apart. You hardly get out of one town before you 
are in another. In the entire world there is not a more 
prosperous people than there are in Westchester County. 
Now, wouldn’t it be interesting to put on a house-to- 
house cutlery campaign in this county ?” 

“Tt would never pay,” said this salesman. “It would 
cost too much.” “But,” I inquired, “Don’t you think we 
would then find out just how much cutlery could be 
sold by an intensive selling campaign and also what 
kind of cutlery people want?” 

“There is no doubt you would sell a lot of cutlery,” 

(Continued on page 70) 

























Lawn Mower Sharpening a Profitable 
Side Line for the Hardware Man 


Encourage mid-summer sharpening of lawn mowers. 


A sharpening will improve the 


mower, please the owner and bring new profits to you. 


HE hardware dealer is in an ad- 
vantageous position to take on 
lawn mower sharpening as a side 
line. In many cases he has already 
established contact with home owners 
through sales of mowers or other mer- 
chandise and will find sharpening to be 
clean, easy and profitable work. 
Summer is here. Many mowers 
have seen hard usage since the first 
days of spring. Twigs and stones may 
have nicked and dulled the blades. 
This fact should be brought to the at- 
tention of the owners. A mower, like 
any cutting tool, will not do efficient 
work when dull or out of adjustment. 
Home owners who have a pride in 
their lawns, will have their lawn mow- 
ers sharpened before July. 
The hardware dealer can take on this work and make 
a worth while profit from it, if he will make a bid for 
the sharpening in his locality. Tf he is familiar with the 
mechanical features and advantages of several brands of 
mowers he will find that this knowledge will form a val- 
uable background and foundation for talking “sharpen- 
ing” with his customers. Thoroughly circularizing a 
selected mailing list and by personal solicitation, the 
dealer can combine his knowledge and his position in the 
community to a profitable advantage. 
Sharpening machines, for there are several makes on 
the market, are compact, reasonably priced and easy to 
operate. Some models can be mounted on a work bench 








If Mr. Kendt charged $1.50 for each mower he sharpened, $35.00 worth of sharpening 
is grouped in front of his door. 


The machine is manufactured by The Fate-Root- 
Heath Co., Plymouth, Ohio. 


while others have their own stand. No matter what op- 
erating facilities are available, these machines can be 
used for there are models for electrical, gasoline or hand 
cperation. 

In recent years it has been found practical by some 
dealers to mount a sharpening machine on their delivery 
truck. As the truck makes its rounds, mowers, grass 
shears, etc., can be put into condition. In some cases, 
such a profitable business has been built that light truck 
equipment with a sharpening apparatus has been needed. 
In this’ way, the truck can visit homes and farms in out- 
lying districts. Some trucks have acetylene welding 
equipment while others carry a complete set of tools and 
parts, for quick repairs. The labor 
involved in this work is very little. 
One machine requires the removal of a 
wheel, another, the removal of the han- 
die, but in all instances, the work is 
not difficult or unpleasant. To sharpen 
a mower requires from fifteen to twen- 
ty minutes and the popular fee ranges 
around $1.50. When it is considered 
that three or four mowers can be 
sharpened in an hour, it will be realized 
that the profit is well in keeping with 
the effort expended. New customers 
will be brought to the store and good- 
will can be increased through this time- 
ly service. 





Lawn mower sharpening shops on wheels 
have been unusually successful in some 
sections of the country. . This car is equip- 
ped to make all kinds of repairs on mowers, 
as well as sharpening them. A sleeping 
compartment for the owner has been built 
into the car. The window at the rear 
opens into this traveling bedroom. Equip- 
ment by The _ Fate-Root-Heath Co., 
Plymouth, Ohio. 
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EVERYBODY’S BUSINES 


By FLOYD W. PARSONS 


Consequences of Success 


reduces the likelihood of our drawing hasty con- 
clusions concerning tomorrow. We have now 
climbed high enough into the foothills of a new civiliza- 
tion to be able to look down upon some of the paths we 
have followed. Below us we see the thickets and forests 
of tradition and ignorance that were so nearly impass- 
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able. Clearly disclosed on the landscape behind us are 
a multitude of myths and prejudices that influenced our 
steps and sent us wandering aimlessly over roundabout 
routes. 

Others are trying to tell us about ourselves. Bernard 
Shaw says America is a doubtful experiment. Un- 
fortunately he insists on believing that employers in our 
country today hold the same ideas and follow the same 
method that prevailed in the years gone by. He over- 
looks that the fundamentals of capitalism in America 
have undergone a radical change. Instead of adhering 
to the old policy of high prices and low wages, modern 
management in the United States has turned definitely to 
a program of low prices and high wages. Here we have 
a departure so revolutionary that the socialists of Europe 
must overhaul their economic philosophy if they would 
get a proper viewpoint of conditions on this side of the 
ocean. 

If we have learned one thing better than all others, 
surely it is the futility of forecast. Before attempting 
to visualize the future we must get a true perspective 
of the past. We must distinguish between realities and 
fictions. We must tear the curtain aside and make 
yesterday a living thing. We must understand what 
human nature did in the years gone by in order to antici- 
pate what it will do in the years to come. 

Literary frankness and honesty is a commendable 
development of recent times. We gain much by reading 


about the punch barrel of Ben Franklin, the bill for 
election liquor rendered to George Washington, the letter 
from Cotton Mather demanding that William Penn’s 
ship be captured and he and his Quakers sold into 
slavery, and the arguments presented by John Hancock 
to prove the necessity of providing rum for the Con- 
tinental Army. 

We are all the better for knowing the true story of 
Paul Revere’s ride, and for understanding how Colonial 
immorality caused rum to flow at funerals, weddings 
and ordinations. For a long time we held firmly to the 
notion that our forefathers revolted to preserve their 
liberty. Now the facts appear to indicate that they 
rebelled to fill their pockets. At least there is no longer 
any doubt that one of the greatest factors in bringing on 
the American Revolution was the attempt to stop rum- 
smuggling in New England. 

It may be a cause of regret to many that the Declara- 
tion of Independence was probably caused by appetites 
rather than souls, but there is more danger from hiding 
the truth than from letting it be clearly exposed. Why 
perpetuate illusions? There is no greater nonsense than 
the assumption that wherever there is stomach there can- 
not be soul. We are fortunate in that the modern his- 
torian refuses to be guided by fallacies. He insists on 
painting the picture as it is rather than as we would like 
it to be. 

We make no mistake in assuming that life will be an 
ever-increasing succession of surprises. We are not 
nearly as wise as we think we are. We are nowhere 
near the day when it will be possible to effect any im- 
portant or rapid change in man’s inner nature or physical 
self. The human body differs in only a few respects 
from other animal organisms. When we base our 
speculations on observed fact, it is impossible to say why 
we are here or why we continue monotonously repeat- 
ing ourselves generation after generation, giving all our 
attention to providing food and shelter, and to acquiring 
a mate in order that another individual may be re- 
produced. 

We can no more speak with confidence concerning 
the nature of life in 1950 than the people of 1900 could 
visualize today. We know what has been accomplished 
in the first quarter of the present century, but we have 
no idea what will be the ultimate effects of our achieve- 
ments. Of one thing we may be sure—new advances 
will be along paths never trodden before. The road 
before us will turn and twist and branch off in many 
directions—not go straight ahead. 

Each passing year will bring us to the ends of many 
lanes. There are limits to how fast we can grow, how 
much we can eat, how many clothes we can wear, how 
much we can read, and how many hours we can play. 
The consumption of fruits and vegetables by the 
American public is now almost twice what it was twelve 
years ago. Improvements in food-preservative methods 
brought about an 80 per cent increase in the shipments 
of perishables, while the increase in total population was 

(Continued on page 74) 





HARDWARE 


|s| 


CHATTEL 
MORTGAGES 


T might be stated that the growth of installment sell- 
ing has made chattel mortgages popular with the 
average customer—at least chattel mortgages have 
become more familiar to the customer and he no longer 
evades or even refuses to sign them when he obtains 
merchandise on long time credit. Until the advent of the 
present vogue of installment sales, customers have re- 
garded the request of a merchant for their signature on 
a chattel mortgage covering the merchandise which was 
being turned over to them as more or less of an insult 
and consequently the merchants themselves have been 
decidedly hesitant about asking for this protecting piece 
of paper. 
As a matter of fact, the majority of dealers in order 
to obtain a chattel mortgage, resort to various subter- 
fuges, the most com- 
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Form 1. 





mon of which is to 
have printed a “condi- 
tional sales contract” 
form which embodies a 
legal chattel mortgage 
clause and which is used 
instead of the ordinary 


This indenture Witnesseth, That 
GOD. cevssee ° .. County 
(hereafter known as the payee) agrees to lease unto 
City . i «+» County... 
party of the second part, the following property herein described wi 
Said 
installments as follows: $ 


on 


on each succeeding 


is to have the right fo use said property and agrees 10 pay 


The said several sums to be paid for use of said property, without relief from valuation and appraisement laws. 


first part.” In reality until that 
chattel mortgage is properly filed 
with the recorder at the county 
seat it is of no greater legal 
standing than an_ unsecured 
promissory note. However when 
filed it gives the dealer the legal 


State 


State 


th prices attached thereto 


9 and $ 


enti! the full sum shall be paid. 


legal mortgage form. sea mere all payment pst dot and wth ancrney/s, tes aon th saymen othe a 
The logic of this prac- | Ziateie PRISE STE SSS ae | right to take absolute possession 
tice is that “conditional angh gly hy Te ES spent ay Sige he tend el of the goods whenever the de- 


Said party of the second part agrees to use said property at 


sales contract” has a 
much sweeter sound 
than “chattel mortgage” 


and not remove it to any other place without the written consent of 
Signature 


Signatore 


id 


Witness 


ferred payments become in ar- 
rears. In most States it is even 
a felony to move mortgaged 
goods out of the State limits 


said payee 


Party of the second part 


Payee 





and an argument which 
might result in the loss 
of the sale can be 
avoided or at least post- 
poned. At any rate the 
use of “conditional 
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without the expressed consent of 
mortgagee. 

The lack of understanding that 
a chattel mortgage is not binding 
as such upon the mortgagor until 
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fairly successful way —_— 
around the difficulty 
and a good many cus- 
tomers sign them, as is 
usually customary in 
signing somewhat 
lengthy documents, 
without reading’ them, 





























record is undoubtedly the reason 
why a great many of them are 
unfiled. Still others are not 
properly completed because of 
the difficulty or inconvenience of 
getting to the county seat to make 
the filing. Again others were un- 
filed because the dealer may have 














when they would flatly 
balk at the name 
“chattel mortgage.” 
However the greatest difficulty in connection with the 
use of chattel mortgages or conditional sales contracts, 
is not as much in the customer’s antipathy toward them, 
as in the dealer’s lack of knowledge as to what to do 
with them after he gets them. In short, too many 
dealers apparently feel that as long as they have in 
their strong box a paper signed by the customer which 
states that “the title to said property and the right of 


possession thereto remain in the said party of the first 
part,” 


they were amply protected as the “party of the 


felt that it was a waste of money 
to pay the customary filing fee. 
So in reality the percentage of chattel mortgages actually 
placed on record by the merchants receiving them is 
relatively small. 

This failure on the part of the merchant to place his 
chattel mortgages on record often gives rise to a rather 
peculiar and often serious, situation. For example a 
dealer sells some sizable pieces of merchandise to a 
farmer customer and receives in exchange a chattel 
mortgage to run 12 months on that article. The mortgage 
is carefully placed in the merchant’s safe but no effort 
is made to record it at the court house. Later the 
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farmer needing ready cash goes to his banker for a 
loan and the banker demands as security a chattel mort- 
gage, after first assuring himself that there are no such 
mortgages on record, on several articles including the 
item recently purchased but not paid for. The banker 
then places his mortgage on record and if the farmer 
fails to meet the obligation or goes into bankruptcy, as 
farmers frequently do, the banker takes possession of 
the article in question, or receives the proceeds of its 
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-+.-agree that on default of payment of either of said installments when 
due, then the full balance remaining unpaid shall thereupon mature and im- 
mediately become due and collectible without further notice or demand. But said 
sale is conditional, and the title to said property and the right of possession 
thereto remains in the said STONE-STEBBINS CO. until all the installments 
of this note, with interest and all costs, are fully paid. And in default of the 
payment of this note, or any installment thereof, the said STONE-STEBBINS 
CO. shall have the right to take immediate possession of and remove said 
property, and in such case, the said property, as well as all payments of 
principal and interest thereon, shall belong to and be retained by STONE- 
STEBBINS CO., as stipulated damages for the non-performance of this 
contract and the costs of enforcing its provisions. And in addition thereto 
aetakean'e hereby sell and mortgage unto STONE-STEBBINS CO., for the 
purpose of further securing the payment of tke within note, the following 
described personal proy erty. 
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Said mortgaged property being owned by and now in possession of the unde: 
signed Mortgagor in the County and State aforesaid, and free from all 
NE SDA alas bo co piss sage 0 0 Ob can Vine CERT Cae KCdeskavicietesei 


This mortgage shall be void if said Mortgagor shall pay STONE-STEBBINS 
CO., or assigns, the above stipulated debt according to the conditions thereof. 
But if default shall be made in the payment of said debt or any installment 
thereof, then STONE-STEBBINS CO., or its assigns, are hereby authorized 
to take said mortgaged property wherever it may be found and sell or dispose of 
the same at public auction as provided by law, and out of the proceeds retain 
the amount then owing on said debt, with expenses attending the same, including 
$10 attorney's fees, rendering to the undersigned the surplus 


Signed, Sealed and Delivered in Presence of 
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.. (Seal) 
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sale by the sheriff, while the merchant who felt himself 
fully protected, receives nothing because of his neglect. 

A chattel mortgage, it must be remembered is different 
from a real estate mortgage only in that it covers personal 
property, usually of a movable nature. It is merely a 
pledge, held as security, for the payment of a debt and 
becomes automatically void upon the payment of that 
debt. 

The present “installment sales contract” is nothing but 
a chattel mortgage under still another name and the 
general use of installment sales is making it increasingly 
easier to obtain a customer’s signature on a chattel mort- 
gage—in fact the average customer has come to rather 
expect to sign some such instrument when obtaining 
merchandise on extended credit terms. With such a 
mortgage properly placed on record, the merchant is in 
a position to enforce payment for he can legally take 
possession of the article and any partial payment which 
may have been made retained as “rent” on the item. 

It is well for any dealer who wishes to deviate from 
the standard legal form of chattel mortgage obtainable 
from stationery stores and printing firms, by using a 
special “conditional sales” or “installment” contract to 
make sure that it clearly conforms to the law of this 
State as individual State laws on the subject vary slightly. 
After being assured that any special form is legal and 
at the same time gives full protection to the mortgagee, 
the one all important step in its use is to promptly have 
it recorded. Of course when the full payment has been 
received a “satisfaction” must also be filed in order that 
the record of the mortgagor may be cleared and the pub- 
lic records do not contain a mortgage which has ceased 
to exist. Many dealers have found it good policy to record 
every installment sales contract they receive, even though 
there is little doubt that they will be properly met, and 
when they are completed, a satisfaction is also filed 
usually without the customer realizing that this precaution 
has been taken. 

A chattel mortgage is only a reasonable business safe- 
guard and a more general use of some such form in- 
stead of the usual unsecured open book account is to 
ke recommended to every dealer doing a credit business. 
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Why Have Different Sized Catalog Pages? 


Apparently many hardware firms have been thinking about the importance 


of standardized catalog page sizes. 


Publication of a letter from F. Alex- 


ander Chandler on this subject two weeks ago has brought in these com- 


ments. 


Idea Should Be Carried Through 


“REFERRING to your article on 
page 34 of the June 28th issue, we 
believe Mr. Chandler has introduced 
an idea which should be carried 
through. 

“Not only would it result in econ- 
omy for manufacturers who supply 
catalog pages, but it would result in 
better service to those jobbers whe 
utilize pages of this type. 

“Attached are two pages which we 
have used during the past two years. 
You will note these are 11% in. x 
11% in., with a sufficient margin al- 
lowed to enable us to trim them to 
approximately 734 in. x 9 in. 

“Even with the margin we have 
left to use in the trimming process, 
we still experience a great deal of 
difficulty supplying pages suitable 
for use by all of our jobbing cus- 
tomers. 

“Any progress that can be made 
along this line would have the hearty 
support of the writer.” 

(Signed) W. E. Cornetivus, 
Chicago Flexible Shaft Co., 
Chicago, Ill. 





“OUR price book sheets (loose 
leaf), which are sent out to our sales- 
men and to our office and store force 
are 814 in. x 11 in., and we would 
certainly appreciate it if all manufac- 
turers as far as possible use this size 
sheet. We think you are doing very 
good work in advocating a uniform 
size.” 

(Signed) Geo. E. McCiintock, 
Assistant Manager, 

John B. Varick Company, 
Manchester, N. H. 





“Why Different Sized Catalog 
Pages?” 


“WE distribute for the use of job- 
bers and supply dealers a catalog 
sheet on wood screws and stove bolts, 
and finding that there was such a 
wide variation in the size of the books 
used, we finally adopted a_ sheet 
measuring 10%4 in. wide by 12 in. 
in length, so printed and designed 
that it could be cut down and punched 
to fit any of the standard loose leaf 
binders. 





While, no doubt, it would be far 
more efficient if a standard size could 
be determined on, we believe a size 
sheet such as we have described will 
amply serve the purpose in the 
meantime.” 

(Signed) D. D. Davis, 

Sales Manager, 

Continental Wood Screw Co., 
New Bedford, Mass. 





Uses 9 by 12 Page 


“WE make our catalog 9 x 12 over 
all, which is exactly the size of 
HarpwareE AGE as it comes to us 
weekly. Now, our type line is about 
7% x 10%, or practically the same 
as Harpware Ace. Allowing a little 
larger margin on the binding edge 
enables us to make a satisfactory, 
loose leaf book for our own sales 
force and still gives us an attractive 
and full sized page for our trade. 

“After a great many years put in 
compiling and distributing catalogs, 
(for we get out three to four per 
annum) I am of the opinion that this 
catalog both in size of page and gen- 
eral make-up makes its appeal to the 
district we endeavor to serve. The 
page is large enough to permit of 
three columns in a good many divi- 
sions, two columns in others and en- 
ables us to condense and put a great 
deal more on a page than would be 
the case were we to adopt a smaller 
size sheet. 

“Again, we find that the vast ma- 
jority of manufacturers (where they 
furnish catalog pages for insertion ) 
are able to give us a sheet that will 
trim down suitably for our book. We 
believe in producing books frequently 
which enables us to add or drop items 
from the line and as a demand 
changes or as new goods come on and 
others become obsolete, and as I say 
above we have adopted this size be- 
cause it seems to please the trade 
we are anxious to serve, a page of 
this size and a book of this thickness 
is easily handled and is much more 
frequently referred to than might be 
the case were it more unwieldy or put 
in a different form.” 

(Signed) W. F. Kennepy, 
President Ott-Heiskell Co., 
Wheeling, W. Va. 





Your opinion will be most welcome. 


Have Already Standardized 


“WE are pleased to inform you 
that we have already standardized 
our loose leaf catalog pages to agree 
with the suggested size given by Mr. 
Chandler ; that is, 8% x 11 in. This 
was done some time ago in coopera- 
tion with other manufacturers fur- 
nishing sheets for automotive jobbers 
under the suggestion of the Auto- 
motive Equipment Association. 

“We have had very few requests 
for the size 1 in. wider than the 8% 
in. and hope that this additional in- 
formation may be of interest to you. 

“With best wishes for the success 
of the effort to standardize these 
pages in the hardware field, we are 

(Signed) R. C. HExsie, 

Sales Promotion Department, 
Greenfield Tap and Die Corp., 
Greenfield, Mass. 





“WE greatly appreciate your arti- 
cle on the matter of uniform sized 
pages for hardware catalogs. This 
will be helpful to manufacturer, job- 
ber and dealer alike. We trust you 
will push the good work along.” 

(Signed) Cas. H. WILtiaMs, 
Past N. R. H. A. President, 
Streator, Ill. 





One Size Catalog Page Should Be 
Enough 


“UNLESS it’s absolutely neces- 
sary, please don’t promote any propo- 
sition like that on page 34 of your 
June 28 issue, where you suggest two 
different kinds and sizes of catalog 
pages. 

“Why isn’t one size enough any 
way? Why have a 7 by 10 in. size, 
approximately, for the catalogs going 
to the dealer-buyers and then another 
size, say, 8% by 10% or 1k, for the 
hardware salesmen’s_ loose leaf 
books ? 

“Tt costs us here enough now to 
get out catalog pages in one size 
without having to double the expense, 
this adding still more to the cost of 
merchandise and distribution. 

“Attached is a sample of the catalog 
pages we have found most acceptable 
to most of our distributing custom- 
ers. That is, this size of type page 
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7 x10 seems to be okay with most 
jobbers for both their general catalogs 
and for their salesmen’s loose leaf 
books. 

“Of course, there are exceptions 
where jobbers are using and have 
been using for years a certain odd 
size book and type page, but this will 
probably always be the case and in 
such instances we are just simply 
S. O. L. and do what we can in the 
way of furnishing suitable cuts and 
copy suggestions without trying to 
furnish the completed or finished 
pages. 

“There is more to consider than 
just size in this proposition of the 
above type of catalog page. We find 
that the question of paper is con- 
stantly coming up. Some jobbers tell 
us that they like our fine colored 
pages printed from halftone cuts and 
go ahead and use them in their books 
regardless. 

“Other jobbers refuse to use them, 
stating that they want all catalog 
pages furnished on either a light 
weight bond or a type of paper that 
corresponds to what they are using in 
their salesmen’s road books all the 
time. So, if the association is going 
to do any standardizing, it would be 
well to consider the question of paper 
stock and color printing as well as 
size of type page. 

“We learn something about this 
proposition of sheet size for catalog 
pages almost every time we get out a 
new lot. At first we printed all Cole- 
man catalog pages on sheets 12 by 12. 
Then one day we had a good talk 
with Mr. Newcomer up at the Wyeth 
llardware and found out that a num- 
her of jobbers like to have more mar- 
gin at the side of the type page. 

“So we decided that it would be a 





wise plan to print all Coleman catalog 
pages 12 in. deep by 13 in. wide, thus 
providing a 3 in. margin on each side 
of our type page for jobbers’ special 
printing, price codes, etc. But just 
recently we received a letter asking if 
the sheets couldn’t be made 14 or 15 
in. wide, in order to provide for more 
hinding space where the catalogs are 
put in loose leaf books of exceptional 
size. 

“Well, you probably know all-about 
all these items I’ve mentioned, but 
since we've had quite a lot of diff- 


culty in getting out satisfactory cate 


alog pages at a cost we could stand it 
seems plausible at least to mention a 
few points such as quality of paper, 
color printing, size of sheet, as well 
as of type page, etc. Our humble 
suggestion would be to consult job- 
bers and their salesmen, as well as 
the dealers in regard to this matter.” 
(Signed) Kart E. Kirsy, 

The Coleman Lamp & Stove Co., 
Wichita, Kan. 





“T agree with this program.” 
(Signed) Hucu F. McKnicut, 
N. R. H. A. Director, 
Pittsburgh, Pa. 





“WE are strongly in favor of the 
size 81% x 105 over all dimensions, 
which provides for a 734 x 105 page 
size for loose leaf price books.” 

(Signed) F. M. Butts, 
Butts and Ordway Co., 
- Boston, Mass. 





“WE agree heartily with the sug- 
gestion in your issue of June 28 that 
certain standard sizes should be 
adopted for the pages of hardware 
and supply catalogs. Several years 





ago we ourselves made quite an ex- 
tended investigation to determine 
what size most widely in use would 
be appropriate for the display of 
Plumb tools and adopted 8% in. by 
11 in. This size, we believe, fits it- 
self to economical display with ade- 
quate description for a wider range 
of articles than the smaller size 734 in. 
by 105 in. We would advocate the 
adoption as a standard of the follow- 
ing: Size of type 7 by 9. Size of 
catalog page, 8'4 by 11. Size of 
salesmen’s catalog page, 107% by 11, 
providing a wide left-hand margin 

for loose leaf salesmen’s catalog.” 
(Signed) Fayette R. Plump, 
President Fayette R. Plumb, Ine.. 
Philadelphia, Pa. 





“WE are very much interested in 
your article relative to size of catalog 
pages. It has been a contention on 
our part for some years that it was 
almost impossible for us to use any 
of the salesmen catalog pages sent us 
by manufacturers because of the va- 
riety of sizes which were being pub- 
lished. It would seem as if, through 
either the manufacturers’ association 
or the National Retail Hardware 
Dealers Assn., a standard size could 
be adopted which would within a very 
short time fit 75 per cent of the cata- 
logs carried by the different sales- 
men. Any influence which you may 
use to bring about this condition 
would be appreciated by us. It 
would seem as if a medium size page, 
say, 81% x 11, would be the most sat- 
isfactory size to adopt.” 

(Signed) Frank E. Pterson, 
Treasurer, 

Pierson Hardware Co., 
Pittsfield, Mass. 


What’s Wrong With Business ?. 





Everybody is asking the question: What's wrong 
with business? And the answer is: Business is bigger 
than it ever has been, but it’s the wrong kind of business. 

With about all the gold in the world over in this coun- 
try, with a wealth of goods on hand and with wages 
high, naturally we want to know what’s wrong. 

And right here is a chance to talk about the coming 
election, to dwell on other discounting situations, and to 
refer to our overproduction; but let me tell you what's 
dead wrong, and must be righted before we get down 
to business. 

Some time ago we Americans quit working and went 
to speculating. We stopped minding our own business 
and started to gamble on a scale never before known in 
the history of human affairs—on a staggering scale. 

Now, business cannot be built on speculation, neither 
will it swing back into line until the millions of people 


stop their crazy speculation and start buying the things 
they need. 

When a country like ours, with its almost incalculable 
wealth, goes wild over gambling, there is sure to be a 
shortage in legitimate sales. 

With our present promising (?) profits in the Street, 
why should any man start buying shirts or socks? When 
the gambling game looks so good, why bother with ordi- 
nary business plans? Why waste time in trying to do 
business details and earn normal business profits when 
we can pyramid and make (?) abnormal winnings? Why 
grub when we can grab? 

But have you ever known an outstanding and perma- 
nent success made on speculation? You have known of 
plenty of men who have gone broke while trying to 
guess how successfully to gamble-—The Silent Partner. 


Roy ae 
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Carlisle Hardware Successfully Features 


Window Shades 


N Springfield, a busy industrial city in the southern 
I part of Massachusetts, the Carlisle Hardware Co. 

has sold window shades, curtain rods, brackets and 
other drapery fixtures very successfully, both in its main 
store in the center of the city and in its branches in the 
suburbs. 

Shades encourage the use of fixtures and so second 
sales are usually made. With the growing use of light 
and dark shades in every window of the home and the 
growing popularity of vacation residences, the sale of 
these products is not limited to “one to a customer.” 

The Carlisle company has a very progressive policy in 
merchandising. At the present time the company sells 
many washing machines, electric ironers, electric clocks, 
etc. Window shades are the newest items to be added to 
the stock. The firm tried them out in several of its 
branch stores with such success that it was encouraged 
to put in a supply at the main store. 

It was decided to have an opening sale on shades, in 
an effort to let the residents of Springfield know that 
window shades could be procured at the Carlisle store. 
An attractive window display was arranged and an eye- 
catching adver- 
tisement placed 
in the local 
“Shopping 
News,” an ad- 
vertising paper 
conducted by the 
retail merchants 
of the city. Ina 
letter from Fred 
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HE compact and complete window shade stock 

cabinet in the main store of the Carlisle Hard- 
ware Co. Six shades for display purposes are hung 
above the cabinet in a handy rack. 

At the left is reproduced the advertisement which 
appeared in the local “Shopping News.” It was 
pleasingly arranged with the product, the selling 
price and the advantageous features prominently 
mentioned. 











our theory of whether we would be hardware store keep- 
ers or hardware merchants, for we had sold more than 
1200 window shades in four days 

“Moreover, it also must be admitted that we slipped a 
page out of the department store book by not only choos- 
ing the window shade that they feature but the methods 
they use to sell it. 

“The shade we handle, being a patented fibre fabric 
material, is outstanding in its usage and characteristics. 
It is put up in unit packages, complete with fixtures. 
ready to hang, and is fully guaranteed, thereby making 
it an easy and convenient product for hardware stores 
who probably will never become display shops to handle 
and to correlate into their other lines. 

“Moreover, by adding this window shade to our line, 
we have opened a new avenue for profit and the way for 
greater merchandising activities by adding to the influx 
of traffic to our store and knowing that we can continue 
to draw many other people to our store.” 
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Sporting Goods Have a Fascinating 
Window Appeal 


S By Nat Wylie 
Display Manager Steel Hardware Co., Wichita, Kan. 





TTRACTIVENESS of the store is the first skir- which will bring people into his store to buy and to see 
mish line of the store in the competition of today, the other merchandise. 


which includes chain stores and those hardware The time to display sporting goods is just before the 
stores that have realized the importance of display in season opens and again at the peak interest of the sea 
selling goods, son. The windows shown on this page were placed in 
1 And in sporting goods, the hardware store has a line our store a few days before the opening of the fishing 
that has immense human appeal; merchandise that will season and they attracted interested crowds all day and é 
always attract attention when used for the right kind of — until the lights were put out. 4 
display. Today every hardware merchant should always Back of every sporting goods window display should 
give preference to those lines which display well and (Continued on page 68) ‘ 
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A Protest Against 


MANY TOY FAIRS 


NE National Toy Fair to be 
Opie in New York for a period 

of three weeks; the last week 
in April and the first two weeks in 
May! 

This conclusion has been reached 
after a most careful analysis of the 
various angles pertaining to the toy 
business. 

The present method of running a 
number of toy fairs in various cities 
over a greatly extended period is, to 
say the least, a wasteful procedure 


and the results obtained are by no | 


means satisfactory. 
Flying Visits 


let me briefly describe the present 
methods employed. The toy buyer 
leaves his store about the end of Janu- 


ary for an extended trip East to in- | 
spect what the American and foreign | 
markets have to offer in the way of | 
He has little or no knowledge | 
The | 


toys. 
of the condition of his stock. 
inventory has not been completed, his 
profit and loss statement has not been 
compiled and he arrives in the eastern 





By M. SWEYD 


San Francisco, Cal. 


| market without any authority to place 
| orders for future delivery. 

| If he is a buyer who visits the 
| Leipzig Fair and other European 
| centers, stops in New York for a few 


| 


New York to go over this whole rig- 
marole again. 

Now, this procedure is a decided 
waste of time, money and energy and 


|is not producing for the manufac- 


days, rushes through the fair, nine | 


times out of ten finds the lines incom- 
plete or some of the exhibits not open, 


comes back to the United States the 
last week in April to find that the 
New York Toy Fair has closed and 
another show is being held in Chi- 
cago. 


“Looks In” at Chicago 


On his way West he stops in Chi- 
cago, goes through the motions of 
looking over the exhibits there, per- 
haps takes another lot of memoranda 
| and proceeds home. 

If he is a far western buyer, he 
may also visit the toy fair held in 
San Francisco and inasmuch as by 
that time he may be in a buying mood 
he sometimes places an order there, 
but more often, if he represents a 
big house, he just takes some more 
memoranda and proceeds back to 
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turer that which he absolutely needs 
—early orders. Let me begin by ana- 


|lyzing the New York Toy Fair held 


catches the steamer, goes abroad and | 





for a period of five weeks, usually 
starting about the first week in Feb- 
ruary. We must admit that the de- 
partment store toy buyer does very 
little at this fair, but it has been said 
that in order to také care of the job- 
ber the fair must be continued at that 
particular time. 


Buyers’ and Sellers’ Markets 


I say “continued” advisedly, be- 


| cause many years ago during the war 


| 


| period 


when foreign merchandise 
was out of the market and when 
buyers had acquired the habit of plac- 
ing their orders early in the year the 


| toy fair at that time was undoubtedly 


a success. But when the sellers’ mar- 
ket changed to a buyers’ market again 
and, in the last analysis, a buyers’ 
market is a far more satisfactory in- 


Immediately after New Year send the entire sales force on the road without anything to do but study the situation 





























stitution in business than a sellers 


market, buying was gradually post- | 


poned. 

A great deal of this postponing was 
caused by the manufacturers them- 
selves because often, after showing 
merchandise in the early parts of the 
year, they would come out later with 
either improved goods or sometimes 
even different prices. 

But I am not concerned at the pres- 
ent time with criticizing that whic.. 
has been done. What we should do 
and what I will try to do here, is to 


find a solution of a most vexing | 


problem—How can the manufactur- 
ers get their business earlier than they 
are getting it today? 

The Chicago Fair is just as un- 
necessary as the Pacific Coast Toy 
Fair would be if the New York Fair 


was held at a time when the buyers | 
could actually be induced to place | 


their orders. 
The Weak Spot 


It can be said without any fear of 
contradiction that it is the buyers 


fault that the manufacturers get their | 


orders so late, but one must remem- 
ber that buyers for big institutions 
act under orders from the men higher 
up in their organization who may 
have exceedingly good reasons for 
issuing instructions not to place any 
orders at certain times of the year. 

It therefore seems to me that the 
weak spot in the entire scheme of 
things is the fact that the buyers 
have not the privelege of buying at 
such a time as would do the manu- 
facturers most good. I will leave 
out of this discussion the tremendous 
economic waste caused bv salesmen 
first spending several months in New 
York, then going on the road, spend- 
ing a few more weeks in Chicago, 
going on the road some more, spend- 
ing another week in San Francisco, 
then on the road again, thus seeing 
their trade perhaps three, four or 
sometimes five times for the purpose 
of getting just one order. 


Cost Is Colossal 


The cost of doing this thing is 
colossal, the lateness of the orders 
causes confusion in manufacturing, 
shipping is clogged and if factories 
do not complete the taking of orders 
until some time in August or Septem- 
ber or even October, it is my opinion 
that the merchandise suffers. The 
products that are delivered cannot be 
as good as if the proper time were 
taken in making the goods properly, 
as every American toy manufacturer 


| various organizations that have been 
| sponsoring the various toy fairs. 
| Everyone has worked with an earnest 
| purpose to serve the toy business to 
the best of his or her ability, but it 








M. SWEYD, who suggests this new 


program for the toy trade fairs, 
has been a factor in the toy industry 


all of his business life. From a 
toy salesman, he became sales man- 
ager for a manufacturer having a 
national distribution. 

Several years ago he decided he 
would like to live in California. 
Since going West, he has been a 
leader in toy industry affairs on the 
coast. He now represents seven 
well known lines in that territory. 
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is high time that something is done 
to stop this waste; that something be 
done to help manufacturers get 
orders earlier. I will make a sugges- 
tion that may appear, on the face of 
it, difficult of execution but I am cer- 
tain that it can be done if the proper 
amount of energy is devoted thereto. 


Fair Should Be in New York 


We pride ourselves on being a 
thoroughly organized industry. In 
some respects, in my opinion, we are 
over-organized but in other respects 
[ believe that our organizations are 
not functioning as they could func- 
tion for the best interest of every one 
concerned. 

It is my opinion that the Toy 
Manufacturers Association of the 
U. S. A. could be exceedingly help- 
ful by doing something that will tend 
to establish a fixed policy for selling. 
Let the association appoint from its 
members some of the men best quali- 
fied to organize themselves into a 
committee to travel over the United 
States, visit the heads of the concerns 
with whom they are doing business 
and to sell to them the idea that toys 
in their stores are not to be treated 





should take pride in doing. 
Tt is by no means my intention to | 
criticize the well meant efforts of the | 


by the same routine as other depart- 
ments. 





| something 


Let them explain the difficulties in | 
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manufacturing, admit that we have 
a one season product and that it is 
absolutely necessary to get your 
orders early to make the best goods. 
Furthermore, admit that you have 
made a mistake in asking for these 
orders in February or March but also 
point out that to get them in June, 
July and August is too late. And 
suggest that a toy fair to be held in 


| the city of New York, and only in 


the city of New York, for a period 
of three weeks starting the last week 
in April and running for three weeks, 
so as to be convenient for the buyers 
who have been abroad. The crowds 
that would visit this toy fair in this 
short period of time would be tre- 
mendously large. Have it under- 
stood that this is the time in which 
orders will be taken, that you expect 
confirmations then and that for the 
success of the American toy business, 
ask them to cooperate to the extent 
of giving their buyers permission to 
place definite orders for their fall re- 
quirements during that period. 


All Would Be Pleased 


I am quite certain that toy buyers 
would be pleased, that the sales force 
would be pleased and that manufac- 
turers would get the business earlier 
and thus be better equipped to deliver 
properly made goods promptly. 

The question will immediately arise 
as to what a manufacturer is going to 
do with his men during the months 
of January, February, March and 
early April. I might say that imme- 
diately after New Year it would be 
a splendid idea to send the entire 
sales force on the road without any- 
thing to do but study the situation, 
find out what lines have been selling, 
what items that the manufacturer 
was making were successful and what 
items were not successful. Gather 
impressions as to what may be re- 
quired, report these things back to 
the factories and then, when the toy 
fair opens the last week in April, have 
everything ready, not hand made 
contraptions but merchandise that 1s 
actually in production. 

I will also point out right here a 
distinct advantage of holding this 
toy fair later. Immediately after the 
holiday rush—buyers will sit down 
and reorder on such items as they 
want for immediate use. 


Expect Immediate Delivery 


At the present time they merely 
take a memorandum of these items 
with them to the New York market 
with the intention of placing an order 
for immediate delivery. They see 
new that strikes their 
(Continued on page 68) 











End of Season Enthusiasm Is Part of 
Sporting Goods Selling Plan 


in a number of sil- 
ver trophy cups, of- 
fered for the win- 
ner in many of the 
group contests he organized from time to time 

Mr. Lewis, throughhis knowledge of sports and of 
men, has little trouble organizing leagues and con- 
tests for the various kinds of sports but he realizes 
that if there is to be business a second year, the first 
season must be carried to conclusion with enthusiasm 
and everybody left with a good feeling. 

The trophy cups supplied this incentive. At the top 
of this’page is shown the Y. M. C. A. cross country 
team which won the Beeson trophy proudly displayed 
in the photograph. This time was Beeson outfitted. 

The Trinity Baptist Sunday School team was 
one of sixteen in a league organized by Mr. 





Lewis. 
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EED of an incentive 
to maintain the inter- 
est throughout the 
season is often over- 
looked by sporting 
goods salesmen who 
build business by the 
outfitting of teams. 
W. W. Lewis, sport- 
ing goods manager 
for Beeson Hardware 
Co., High Point, 
N. C., forsaw this 
need and provided it 


% 


Lower right is the Highland Cotton Mill baseball team 
displaying the Beeson trophy this team won in the indus- 
trial league, composed of mill teams. 

Probably the biggest event in the sporting year in 
High Point was the Annual School Track and Field Day. 
More than 3000 spectators cheered 450 children who 
participated, spurred on by the hope of taking a Beeson 
trophy back to their school room in a contest that had 
the entire city worked up to a point of highly desirable 
sporting enthusiasm. 

It is the enthusiastic finish of a season that automatic- 
ally starts another and arouses a spirit that demands new 
outfits. This in addition to the fact that the trophies are 
standing ads. 
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700 Day’s Sales from 
Window Display 


R. L. Miller, of the Phillips Hardware Co., Miami, Fla., knows 
tackle and fishermen and puts the knowledge to use. 


’ OU might as well be a clothing merchant and not 
wear clothes, as to be a fishing tackle salesman 
and not know your goods,” says R. L. Miller, 

sporting goods manager for the Phillips Hardware Co., 

Miami, Fla., in summing up the qualifications for selling 

the line which is the leader in his department. 

Miller knows tackle and he knows fishermen and in 
order that his windows and advertisements may make 
direct and profitable appeal to the fishermen, he writes 

his own adver- 

iiNE HHRVWHK fs tising copy and 
. relies eet shee cotta makes his own 
window dis- 
plays. He also 
meets most of 
the customers, 
especially those 


sportsmen who may want some advite or suggestions. 

One of Miller’s trumps in drawing trade is a large 
collection of photographs of fishermen and’ their 
“catches.” These pictures always attract attention and 
stir the ambition of other fishermen. So Miller uses 
them freely in his windows, fitting the “catches” to the 
tackle display. His windows are direct trade getters; 
the best record being a window that sold $700 of tackle 
in one day. 

This is possible because the Phillips company stocks 
reels up to $90, rods to $45, and lines up to 1500 feet. 
Miller knows what equipment is for which fish and can 
tell the buyer the when, where and why of using it. 

One long case in the store is devoted entirely to reels 
and the rods are stocked according to kinds of fishing to 
which they are adapted. Hooks, sinkers, swivels and 
other small items are displayed in ordinary gem pans. 
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Profit and Volume 
in Backyard Playthings 


Merchant who displays playground equipment 
will do much good for his community. 


“6 HAT can | do for my children to keep them 

W sic and interested?” Every summer, as school 

ends, mothers ask themselves this question. 

Each year, because of traffic and other conditions, the 
question becomes more serious. 

Once it was a question only with the mothers of the 
crowded city districts but the traffic danger has spread 
down to the small towns and even into the country where 
the homes are on the main traveled roads. Mothers 
know that children require two things—interest and 
activity. If she can send the children to camp all is well 
and good, but only a small proportion of mothers can 
do that. With most mothers the problem remains at 
home. These mothers—and fathers, too—are seeking 
help, and we believe that the hardware dealers have the 
opportunity of helping them. 

This opportunity lies with every hardware merchant 











| Ne, Par aL 
HEH LY tH : 











who sells playthings—we might add that every hardware 
merchant should sell playthings—if he will display and 
promote backyard playground equipment. In this sort 
of equipment is the opportunity for every hardware mer- 
chant to save from traffic accidents and injury many 
children—perhaps children of his friends and those who 
live next door; certainly children who live in his com- 
munity. 

Today the public side of the traffic situation is well in 
hand. The police have studied their work and are doing 
it well; but we cannot have policemen to guard every 
fesidential neighborhood or crossing where a child may 
thoughtlessly slip through into the path of a vehicle. 
The thing to do is to give the child the kind of a place 
to play that will prevent him seeking excitement in dan- 
gerous places. 

It was the beginning of the traffic situation that gave 
impetus to the public playground movement and has 
carried it to such great success. But a public playground 
has limitations. Necessarily they are scattered. Many 
children must cross streets to reach them. They cannot 
be open early and late. Also there are communities that 
cannot support them. 

It is this situation that calls for the private playground : 
sufficiently equipped to entertain children. Merely a 
yard—even a large one, without equipment will no more 
suffice for children than a golf course without holes or 
clubhouse will satisfy their elders. 

The private playground is just finding recognition and 
it needs the impetus the hardware merchant can give it. 
And in supplying this needed promotion the merchant 
can at once gratify his desire for volume and do the 


Above is a playground for a multi-family house that is featured 
in seeking tenants. At left is a slide that is part of a housetop 
playground where children are safe from traffic. 


























things that his altruism suggests. In bringing this 
equipment to his community he is fulfilling his best func- 
tion as a purchasing agent for his customers. 

The public is not, unfortunately, well informed as to 
the excellent equipment for public and private play- 
grounds at small cost. If the public knew, there would 
be many more playgrounds and fewer street tragedies 
and fewer boys and girls wandering from home into 
moral temptations. Many now useless back yards would 
be cleared and equipped for the children of multi-family 
houses and many private yards would be equipped by 
far-seeing parents as playgrounds for their children and 
friends. Many lawns, now presenting sweeps of grass, 
would proudly show slides, teeter boards, portable wading 
pools, tents, swings and similar devices. 

Play is child’s work. It is through play that he pre- 
pares himself for things that are to come in later years. 
He can no more make the best use of the time devoted 
to this training process without equipment than his father 
can earn a living without tools. 

Private playground — re- 
quirements are simple and 
inexpensive. It is really sur- 
prising how few bits of 
equipment will suffice for 
children of all ages. This, 
of course, refers to perma- 
nent equipment. The de- 
tailed items are the personal 
playthings of the children. 


: a. 


























Children play content- 
edly for hours in this 
Private ground. At 
right — portable wad- 
ing pool, suitable for 
lawn or porch, with 
floating toys. 
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I‘irst of all is the sandbox, covered, if you please. 
The sandbox appeals to children when first permitted 
to play out of doors and holds a fascination over a pe- 
riod of years. With it comes first shovels, pails, and 
later molds and large rectangular blocks. Also at va- 
rious ages come the soft, squashy stuffed or rubber 
animals. ‘The variety of detailed toys for the sandbox 
age is amazing and they help the child into habits of 
making things. 

Next in point of age comes the teeter board, which 
teaches the child the idea of balance, of climbing and of 
grades. The teeter is usually a well made, hardwood 
board balanced on a low pivot and it serves in many 
ways. 

Soon after comes the “saw horse,” similar to that of 
the carpenter, which, when the children 
fit it with head and tail, serves many pur- 
poses such as climbing, balancing and as 
something to work with in all sorts of 
circumstances. 

In this age also comes the slide, 
which has a charm for children of prac- 
tically all ages. If you doubt it, loiter 
around a public playground and watch 
the ages of the children who repeatedly 
climb the steps merely to slide down. 
Also watch the ambition of the younger 
children to climb back the slide board and 
stop and try to think of a better exercise 
(or a safer one) for the rapidly develop- 

ing muscles of the roly-poly youngster. 

Think, also, of the hours of attraction 

this slide will have and how many times 

without such an attraction this happy, 
contented child might be tempted to 
wander in the street. 

Really, did you ever study the chil- 
dren in the street? Did you ever note 
that the little ones are often sitting on 
the curb dipping mud from the damp 
gutter and pouring it from a broken 
bottle to a pan, or making mud pies. 

(Continued on page 51) 
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Improved Baby Walk-about Bike 


The American National Co., Toledo, 
Ohie, announces an improvement on its 


Baby Walk-about Bike. This device is now | 
equipped with a detachable baby stroller | 


handle which can be quickly attached or re- 





moved from either front or rear. With this 
handle the parent can either push or pull the 
bike. 

Attached to the front and rear axle is a 
steel foot rest for the baby, equipped with 
non-skid rubber mat. This can also be 
quickly removed. 


Miniature Train Display Stand 


The American Flyer Mfg. Co., 2219 
South Halsted Street, Chicago, Hi., maker 
of miniature trains, anncunces an attrac- 
tive new counter display stand. It is so 
made as to permit the showing of a wide- 
gage train in motion, together with sta- 


“Our Gang” Rides on Springos 


Hal Roach’s rascals “Our Gang,” who | 


appear in M-G-M comedies are shown out 
for a ride on the various models in the 
Springo line, manufactured by The Standard 
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| tions and semaphores, with the lights on 


| the equipment flashing off and on. 
The fixture is finished in orange and | 


| 
| 
1 
| 





black enamel, and occupies a counter spacc 
of 4 ft. 7 in. long by 2 ft. 7 in. wide. The 
overall height is 3 ft. 4 in. 


The New All Steel Front Sled 

A new all steel front, “Lightning Guider” 
sled is being manufactured by the Standard 
Novelty Works, Duncannon, Pa. It has an 
all steel front with spring steel grooved 
runners. Second growth white ash is used 
throughout and two coats of best grade 
varnish give the sled a durable finish. 





This is a pliable steering sled, good look- 
ing, and built to withstand hard usage. 
Made in 8 sizes, from 34 to 58 in. in length. 
Packed two to a bundle. 








| Safety Corp., 1425 West Pico Street, Los | 
Angeles. 

About two years ago this company 
started manufacturing the Springo line of 
wheel goods. Prior to that time it achieved 
a reputation for selling quality trunk racks. 


| 





The Jamison Teeter Round 


Robert W. Jamison Mfg. Co., 4600 
Figueroa Street, Los Angeles, Cal., is offer- 
ing to the trade The Teeter Round, a com- 
bination teeter and merry-go-round. 

Although it is light in weight, The Teeter 
Round is strongly constructed and will hold 


| the weight of a large person. The central 


iron which holds the board in place fits into 
a hardwood block and can not come off. If 





| the child should tumble off this device, the 


board is not heavy enough to hurt the child. 
The Teeter Round is attractively painted 


| in red, orange or green. 


Did You Know— 


That the American Legion’s baseball 
tournament is now in full swing? This pro- 
gram for boys is one of the most effective 
steps in many years to stimulate interest in 
the sport. Are you receiving your share of 
the profits from this program? 

That in California a retail dealer places a 
bowl of fish on ice in his lobby display case ? 
He finds that. this display will stop fisher- 
men, cause them to look closer, admire—and 
not forget the store. 

That tennis is now being played on con- 
crete courts with roller skates? 

That golf balls are now being coated with 
a brilliant Canary yellow or flashing Orange 
finish, so that they can be more readily seen 
and distinguished ? 


The basis of the Springo line is a spring 


| chassis, designed to give the child a vehicle 


that will absorb shocks that might be harm- 
ful to the spine. D. L. Benton is president 
of the company and Edward K. Roberts is 


| manager of the Springo Division. 
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Q. Q. M. Club of the Supplee-Biddle Hardware Co., Philadelphia, Pa., on their annual outing, June 23, at the Knights of 
Columbus Country Club, Edington, Pa., reported in last week’s Harpware AGE. 


Sargent Returns to Former 
Price and Packing System 


In a recent announcement to the trade, 
Sargent & Co., New Haven, Conn., state 
that they have decided to abandon the deci- 
mal system of packing and pricing for the 
miscellaneous lines of builders’ and shelf 
hardware which they manufacture, and re- 
turn to the old method of per dozen or 
per gross. 

The company also states that on their 
lock goods and articles of builders’ hard- 
ware used mainly on contract work, the 
decimal system will be continued, thus 
meeting the views and simplifying the work 
of the builders’ hardware men, whose es- 
timates are based on a certain number of 
doors or windows, and not dozens or gross 
or fractions thereof. 

The action of Sargent & Co. follows 
closely on a recent resolution of The Hard- 
ware Council, which reads as follows: 
“That all manufacturers of similar lines 
should pack their goods in the same quan- 
tities; that is, the same quantity system 
should be used, preferably the gross and 
dozen system, because of long established 
use.” 

In 1921 Sargent & Co. adopted the deci- 
mal system of packing and pricing and 
found it practical, simple, convenient and 
a saver of time. The company is abandon- 
ing this system because it believes that 
The Hardware Council’s action was taken 
after study and investigation, and because 
the company agreed that “the same quan- 
tity system should be used by all manu- 
facturers of similar lines.” 

Packing and pricing will be changed on 
and after Aug. 1, on wire coat and hat 
hooks and other styles of hooks and eyes, 
as well as bright wire goods and padlocks. 
On Jan. 1, 1929, packing and pricing of 
miscellaneous builders’ and shelf hardware 
lines will be changed. 


Van Dorn Electric Tool Co. 
Increases West Coast Service 


Announcement has been made by the 
Van Dorn Electric Tool Co., Cleveland, 
Ohio, that its sales branches in Los An- 
geles, Cal., San Francisco, Cal., and Seat- 
tle, Wash., and its service branches in Los 
Angeles, Oakland and Seattle have been 
Supplemented by the establishment of a 
complete warehousing and service office at 
525 E. 10th St., Oakland, Cal. 

This plan will facilitate service for the 








coast trade, as a complete stock of the | 


company’s products will be carried in the 
Oakland warehouse and all Pacific Coast 
shipments will be made direct from that 
point. All machine orders should be sent 
to the nearest sales office and all service 
orders to the nearest service branch. 








VERIFIED NEWS OF RETAIL 
STORES 
The Central West 
The Watkins Hdwe. Co. of Freeport, 
Kan., has opened a branch in Argonia, 
Kan. 


J. A. Casper has purchased the in- | 
terest of J. R. Anderson in the Clifton, | 


Kan., firm of Casper & Anderson. Mr. 
Anderson is retiring and Mr. Casper 
will continue the business. 


Harry Ennis has purchased an in- | 


terest in the Inman Hdwe. Co. of In- 
man, Kan. ; 

C. H. Robb Hdwe. Co., Hazelton, 
Kan., has sold its business to H. S. 
Coffman. 

N. N. Converse and J. A. Flick have 
purchased the Pawnee Rock Hdwe. Co. 
of Pawnee Rock, Kan. 

Ballard & Searl is the new name for 
the business conducted formerly by F. 
W. Ballard in South Haven, Kan. 


Ross Fulmer has purchased the in- | 
terest of his brother, L. M. Fulmer, in | 


the business conducted as Fulmer 


Bros. in Wamego, Kan. 


Cramer & Moberly have purchased | 


the hardware stock of L. M. Green of 
Tina, Mo. 

E. E. St. Clair recently purchased the 
business of D. B. Wineinger in Down- 


| 
| 


ing, Mo., and is continuing the business | 


as St. Clair’s Hdwe. 








Carl G. Tendick Dead 


Carl R. Tendick, who had been con- 
nected with the Majestic Mfg. Co. of St. 
Louis, Mo., for more than 25 years, was 
killed in a recent automobile accident. Mr. 


Tendick was on the sales staff of the Ma- | 
jestic company, covering Pennsylvania and | 


New York. He was well known and re- 
spected by the trade, and his death came 
as a great shock to his friends and asso- 
ciates. 


Foy Paint Co. Buys New Plant 
and Cincinnati Paint Co. 


The Foy Paint Co., Cincinnati, Ohio, re- 
cently purchased a new factory with 60,000 
sq. ft. of floor space in Norwood, Ohio. 
The company plans erect a modern 
varnish plant as an addition to the pres- 
ent building, and will equip it with the 
most modern fixtures and equipment. 

Coincident with the announcement of the 
purchase of the Norwood plant comes 
word that the Foy Paint Co. has purchased 
the Cincinnati Paint Co. of Cincinnati. 
This company has been in operation since 
1865, engaged in the manufacture of var 
nish, paint, enamel and lacquer for th 
industrial trade. 


to 


Roach Joins Mueller Brass Co. 


W. Roach, who for the past four years 
has been manager of the sales promotion 
department of the Buffalo branch of the 
American Brass Co., New York City, has 
joined the Mueller Brass Co., Port Huron. 
Mich., as assistant sales manager of thie 


Mill Products Division. 

Mr. Roach has been with the American 
3rass Co. for more than ten years and 
has had many years’ experience in the 


plumbing, building and architectural fields 


The Issuances of Hunting 
Licenses Show Big Increase 


During the season of 1926-27 more than 
5,750,000 hunting licenses for the taking 
of wild game were issued to sportsmen 
throughout the United States, including 
Alaska, and the revenue to the States 
amounted to more than $7,800,000, accord- 
ing to a statement issued June 22 by the 
Department of Agriculture which follows: 

“Although data from four States are 
lacking, detailed figures for the season 
compiled by the Bureau of Biological Sur- 
vey show increases in numbers of licenses 
issued and fees received over the preced- 
ing three years. In the 1923-24 season, 
the licenses numbered 4,395,038 and_ the 
fees paid were $5,594,982. One year later, 
4,904,740 hunters paid for their licenses, a 
total of $6,190,863, while in 1925-26 hunt- 
ing licenses to the number of 5,168,383 
were issued, bringing a revenue of $6,872, 
§12 to the States. During the season just 
past, New York State with 620,414 licenses 
and fees of $822,415 headed by the list 
hoth in licenses and money returns. 
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T. H. Scaffe, Detroit Manager 

of U. S. Electrical Tool Co. 

T. H. Scaffe, who for several years has 
been in the Detroit office of the United 
States Electrical Tool Co., Cleveland, 
Ohio, was recently appointed district man- 
ager in that city. 

R. N. Brayer, who has been affiliated 
with the Boyer-Campbell Co. of Detroit, 
has joined the United States Electrical 
Tool Co. and will made his headquarters 
in the Detroit office. 





Ernest T. Weir Honored 
Ernest T. Weir, president of the Weir- 
ton Steel Co., Weirton, W. Va., 


Iron & Steel Institute. Mr. Weir has been 
president of the company since 1908 and 
active in the steel business since 1890. 


Miss Ball Weds—Daughter of 
L. S. Starrett Co. President 

Miss Marion Starrett Ball, grand- 
daughter of the late L. S. Starrett, who 
founded the company in Athol, Mass., 
which bears his name, and daughter of the 
company’s president, Frank A. Ball, was 
recently married to Samson D. Lee of 
Norwood, N. C. 

Mr. and Mrs. Lee will reside in Boston 
upon their return from a short wedding 
trip. 








Plymouth Cordage Co. Opens 
New York City Sales Office 


The Plymouth Cordage Co., of North 





was re- | : ; : : 
cently elected a director of the American | President until the time of his death. Other 
| officers of the company are B. L. 


| Truesdell and J. R. Dickson, ccmprise the 
| board of directors of the company. 


| opened June 31. Other stores are at Circle- 
| ville, Bucyrus, Chillicothe, Urbana, and 





Plymouth, Mass., announces the opening | 


of a branch sales office at 225 Broadway, 
New York City. A warehouse with ample 
stocks of rcpe and tying twines has been 
opened at 522 Washington St., New York 
City. 


Milo E. Westbrooke Promoting 
American Sports Association 
Milo E. Westbrooke, manager of the 
Out-Door Life Exposition held annually 
in Chicago, IIl., is now touring the eastern 
States of the country in the interests of 
the American Sports Association. 

This organization was recently formed 
to promote organized outdoor activity 
among the young people of the country. 
Mr. Westbrooke is meeting dealers and 
manufacturers in many cities and outlin- 
ing to them the plans and prospects of 
the American Sports Association, in an ef- 
fort to establish local interest in the pro- 
gram. 

Mr. Westbrooke will be in Syracuse, 
N. Y., on July 12; in Utica, on the 13th: 
Albany, on the 16th; Binghamton, the 
17th; Scranton, Pa., on the 18th; Wilkes- 
Barre, on the 19th; Harrisburg, on the 
20th; Pittsburgh, on the 23rd; Canton, 
Ohio, on the 24th; Columbus, on the 25th; 
Dayton, on the 26th, and Indianapolis, 
Ind., on the 27th. 








More Handy Truck Co. Appoints 
D. G. Baldwin & Co. | 

D. G. Baldwin & Co., 41 Murray Street, 

New York City, have been appointed sell- 

ing agents in the eastern United States for 

the More Handy Ash Can Truck, manu- 


| ware in Bridgeport, Conn., recently issued 


| several new builders’ hardware items de- 
| signed by the well known artist Garret 
| Thew. 








factured by the More Handy Truck Corp., 
Brooklyn, N. Y. 

D. G. Baldwin & Co. also have offices 
and warehouse facilities at Philadelphia, 
the address being Philadelphia Bourse, 
Philadelphia, Pa. 


C. M. Penfield Named Head 

of Cussins & Fearn Co. 

C. M. Penfield has been elected presi- 
dent of the Cussins & Fearn Co., hardware 
dealers of Columbus, Ohio. Mr. Penfield 
has been in charge of the company since 
1922, when the late William A. Fearn, 
who died April 17, retired from active 
business, though he retained the title of 





West, 
vice-president and treasurer; B. A. Dur- 
rant, secretary, and W. H. Calhoun, oper- 
ating manager. These officers, with J. L. 


Plans for the opening of 40 or more 
branch stores in Ohio are now being con- 
sidered by the management with the pros- 
pect of new branches being put in Marion 
and Mt. Vernon within the next few weeks, 
according to Mr. Penfield. The most recent 
addition to the company’s chain was at 
Coshocton, where the ninth store was | 


Columbus. 





Artistic Bronze Co. Issues 
Supplement to Its Catalog 
The Artistic Bronze Co., manufacturer 
cf cabinet, builders’ and refrigerator hard- 


Supplement No. 10 to its 1928 catalog. 
This supplement describes and illustrates 


The designs are unusually attractive. 





Duco Refinisher News Issued by 
E. I. du Pont de Nemours & Co. 

The first number of, “The Authorized | 
Duco Refinisher News” was recently is- | 
ued by E. I. du Pont de Nemours & Co., 
Wiminetcr, Del. 

This publication is devoted to subjects 
relating to the refinishing business. Among | 
the feature articles in the initial issue are 
“1928 Color Trends,” an article on adver- 
tising and sales promotion plans and a 
section devoted to furniture refinishing. 








National Lead Guarantees Prices 
Until November 30, 1928 

In an announcement dated June 21, 1928. | 
the National Lead Co. reports: 

“In the event of a reduction in our 
present card price on Dutch Boy white- 
lead-in-oil, red-lead-in-oil, dry white-lead, 
dry red-lead and litharge, prior to Nov. 
30, 1928, jobbers and dealers will be pro- | 
tected against loss, by reason of such re- 
duction, on stocks purchased on and after 
June 21, 1928, and remaining unsold at the | 
time of the decline in price. Dry products | 
in packages larger than 100 pounds not in- | 
cluded. Claims for adjustment must be | 
made within fifteen days after the reduc- | 
tion has been announced by us.” 
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Hopf Now Advertising Manager 
Henry Disston & Sons 


George E. Hopf has been appointed ad- 
vertismg manager of Henry Disston & 
Sons, Inc., Philadelphia, Pa., succeeding 
B. L. Zimmerman, resigned. Mr. Hopf 
has been in the advertising and sales pro- 
motion departments of Disston for several 
years. Previous to that he was for sev- 
eral years connected with the advertising 
department of HARDWARE AGE. 





R. E. Knuepfer Joins Judson Co. 


Robert E. Knuepfer, who has been as- 
sociated with the hardware trade for more 
than 25 years, has joined The Dwight R. 
Judson Co., of 466 Main Street, Hartford, 
Conn. Mr. Knuepfer was formerly lo- 
cated in Watertown, Conn. 





The Eagle-Picher Lead Co. 
Advances John L. Good 
John L. Good has been made general 
superintendent of the Hillsboro, IIL, plant 
of The Eagle-Picher Lead Co., Chicago, 








JOHN L. GOOD 











Ill. Mr. Good has been assistant plant 
superintendent under Ralph M. Roosevelt, 
who recently became a vice-president of 
the company and manager of the New 
York Branch. 

Mr. Good’s entire business career has 
been spent in the Hillsboro plant, which 
he entered in 1914 as pay-roll clerk and 
stenographer. In 1917 he enlisted in the 
service, and upon his return from overseas 
became assistant plant superitendent under 
Mr. Roosevelt. 





Wooster Brush Annual Picnic 
Held at Chippewa Lake, Ohio 


Employees of The Wooster Brush Co., 
Wooster, Ohio, and their families held 
their annual picnic at Chippewa Lake, 
Ohio, on Saturday, June 30. The event 
was by far the biggest and best ever held 
by the Wooster employees. 

The usval games and contests were 
greatly enjoyed by both the contestants 
and spectators. 
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The Pasadena Hose Nozzle 


The Pasadena Sprinkler Co., 365 S. Fair 
Oaks Ave., Pasadena, Cal., is manufactur- 
ing a hose nozzle which throws a fan- 
like spray. It has a 5-in. spike, so that it 
can be placed on the lawn and does not 





require attention, except for a change in 
location. The hose, with this nozzle at- 
tached, can be moved without turning off 
the water. 

Made of cast zinc, sprayed with bronze 
and packed 12 to a display carton. 


Eveready Shot Firing Unit 


The danger of misfires or delayed fires 
from fuse troubles in individual blasting 
is done away with by the No. 2696 
Eveready shot firing unit introduced re- 
cently by the National Carbon Co., New 





York City, with the approval of the United 
States Bureau of Mines. 

This shot firing unit is now available 
for use not only in mining, but for all 
conditions where blasts are fired one at a 
time, on the surface, in quarries, in stump 
blasting, etc.. Drawing its current from a 
dry battery cell, contained in its compact 
light weight cylinder, this product brings 
the advantage of electric firing to every 
blaster. 

The unit is patterned after the tubular 
flashlight and has the appearance of a 
flashlight even to the convenient ring 
hanger on the bottom cap for hanging on 
one’s belt or a nail or hook on the wall. 
The ring hanger when not in use snaps 
over the bottom cap, out of the way. The 

















unit contains three standard flashlight bat- 
teries, known as unit cells, during the life 
of which hundreds of shots can be fired. 

Wires leading from the cap are fastened 
to a special plug. To fire the blast it is 
necessary to insert this plug in a small 
socket in the end of the device and hold 
it there with pressure against a spring in- 
side. As soon as one’s hand is released 
the plug is disconnected, as the spring 
forces it out of contact. 


Red Edge Shovel Display Rack 


The Wyoming Shovel Works, Wyo- 
ming, Pa., is offering to the trade a new 
shovel display rock, made of cast iron. 
The top and bottom frames of the Red 








features. 
| cabin or shop. 








Edise display revolve on a steel center 
shaft. Casters in the four legs allow the 
rack to be easily moved. On _ opposite 
sides of the top frame are small removable 
pressed steel pamphlet holders. The dis- 
play rack has a black Duco finish and 
weighs about 35 Ibs. 


N. M. Garbis Desires Catalogs 


Nicholas M. Garbis, a retail hardware 
dealer at 635 Ninth Avenue, New York 
City, desires catalogs and price lists cov- 
ering five cent to one dollar merchandise. 





| 
| 
| 


New American Readyglo Heater 


A new type of gasoline heater is manu- 
factured by the American Gas Machine 
Co., Inc., Albert Lea, Minn. The new 
American Readyglo heater is a unique de- 
parture and it combines many advantageous 





It can be used in office, home, 


It lights with a match and makes its 
own fuel from gasoline. The 14 in. 
aluminum reflector is highly polished and 
the heating element is a*special, high heat 
resisting metal alloy. The fuel fount holds 
three pints, allowing the Readyglo to burn 
from 15 to 18 hours on one filling. The 
reflector can be adjusted so that the heat 
can be thrown in any desired direction. 
The Readyglo stands 19% in. high and 
weighs 6 Ibs. Attractively finished with 
green and black crackle lacquer. 


Small Size “3-in-One” Can 


Three in One Oil Co., 130 William 
Street, New York City, has placed a one 
fluid ounce can of ‘3-in-One” oil on the 
market, to be known as the “Oilright” 
Handy Can. 





produced as 
smaller size 
can, known 
can is 


This new small size can is 
the result of a demand for a 
can than the 3 oz. “3-in-One” 


as the Handy Oil Can. The new 


| similar in shape to the larger can, is oval 


and has the familiar screw top. Oil is 
forced out by pressure on a new snap bot- 
tom. 
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The Witt Ash Can Truck 


The Witt Cornice Co., manufacturer of | 
corrugated cans and pails, in Cincinnati, 
Ohio, has recently placed before the trade 
a sturdily constructed ash can truck. This 


| with three cooking burners and two oven 
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The line consists of a six burner stove 


| with four cooking burners and two burners 


under the 16 in. oven; a five burner stove 


burners ; the same stove with a roll warming | 


| closet, a five burner stove with a 12 in. 
| oven; a three burner stove with two cook- | 


ing burners and one burner with a giant 


| chimney under the oven. 


The Lorain high speed oil burner is | 
standard equipment. Each cook top is pro- | 
vided with a giant chimney, which is said to 


| be as hot as gas. 


| 





item has been designed for the handling | 
of ash cans, barrels, boxes, crates and the | 
like. 

A chain arrangement saves damaging 
the barrels, etc., as it fastens around the 
outside of the barrel or can and does not 
clamp over the top. This permits the lid 
to be kept on the can, so that the contents 
will not spill while being moved. The 
clamp, holding the chain, slides up and 
down the frame and is adjustable to vari 
ous heights. 

By using the chain as a lever, it is pos- 
sible for one man to load a can or a barrel 
on the Witt Ash Can Truck. Large 
wheels provide easy rolling and facilitate 
movement on staifs. The truck has an all 
steel frame and axle with the handle and 
chain fastenings of malleable iron. Weight, 
18 Ibs. 





New Oil Cook Range Line 


The New Process Stove Co. Division of 
the American Stove Co., Cleveland, Ohio, 


has placed before the trade a new line of 
oil cook stoves. In this line, the gas range 
' frame and the porcelain enamel finish are 

















' 


; 


used. Due to this construction, the portable 
oven is unnecessary. 
Each oven is equipped with a Cooper oven 





c- 





An All Wood Folding Chair 


An all wood folding chair known as the 
Tucker’way” is being manufactured by the 
Tucker Duck & Rubber Co., Fort Smith, 
Ark. This chair is made entirely of beech, | 
| 


Useful Yardmaster Lawn Broom 


The Master Mfg. Co. of 138 Davis Ave- 
nue, Dayton, Ohio, recently placed on the 
market the Yardmaster, a combination lawn 
broom and garden rake. It is used as a 


Bs 








in uniform color and is waterproof var- 
nished. It is easy to open and to close. A 
juvenile size is also being manufactured. 





Deniston “Led-hed” Nails 


The Deniston Co., 3101 West Harrison 
Street, Chicago, IIl., is now manufacturing 
“led-hed” nails. There is no lead on top of 












No trough to 
collect water 
as a breeding 
place 






Hammer hits 
squarely on 
nail head. 











for rugt. 
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the head of the Deniston nail. Just 
lead is used to make a perfect seal and none 
is left on to be knocked off or out of shape. 
The company states that the lead can not 
come off ; that the hammer hits the nail head 


and that the lead is pressed underneath the | 
No hole need be punched when | 


nail head. 
“led-hed” nails are used and full barbs help 
to hold securely. Packed in 100 Ib. kegs, 
10 lb. bags, or kegs, or in a count keg con- 





thermometer. 


taining 6,000 nails. 


enough | 





*VARDMASTER 


| broom and acts like a rake. The tempered 
| steel, rounded edge prongs sweep every- 
thing before them and do not tear at tender 

roots. The company states that grass, 
leaves, sticks, etc., will not clog the prongs 
| and that no time need be spent in cleaning 
|them. The Yardmaster is rigidly built and 
| not tiresome to handle. It is made of steel, 
| and will stand hard use. Due to the extra 

kink on the prongs that make it a rake, the 


| Yardmaster can be used for leveling ground, 
gravel, etc. 
Pexto Expansive Auger Bit 
The Peck, Stow & Wilcox Co. of South- 


| ington, Conn., is offering to the trade a new 
micrometer adjusting expansive bit, which 











| has been perfected after several months of 
research and experimental work. 

In addition to the graduated shank, which 

is characteristic of the Clark Pattern ex- 

| pansive bit, the adjusting screw has been 

| placed in such a position as to give a maxi- 





mum efficiency. The adjustment is very 
sensitive, easily operated and yet holds 
firmly when set. This new bit is made of 
forged steel and is full polished. 
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Washington News Letter 


Federal Trade Commission Dealing with Open Price Associations, 
Lawn Mowers and Paint and Varnish Problems—Division 
of Simplified Practice and the Brush Industry 


(Washington Bureau of HARDWARE AGE) 
The Federal Trade Commission is 
completing its reports on open price 
associations while out of 22,000 sched- 
ules sent out for information concern- 
ing resale price maintenance a large 
number of returns have been received 
and preliminary work on the inquiry 
into chair store operations called for 
by the Brookhart Senate resolution is 
well under way. Trade Associations, 
producers and manufacturers are co- 
operating with the Commission in fur- 
nishing it with important statistics for 
use in its inquiry into price bases. 
The Senate resolution under which 
the open price association inquiry is 
being conducted calls for information 
on the number and importance of open 
price associations, the effect of their 
activities on prices and the nature of 
their other activities with particular 
reference to alleged violations of the 
anti-trust laws. All the field work on 
the inquiry has been completed and a 
tentative draft of the report has been 
prepared, save for one chapter. 
Wholesalers, retailers, department 
stores and chain store owners in vari- 
ous parts of the country have been sent 
schedules requesting prices and other 
statistical data regrading their respec- 
tive business and in addition they have 
been urged to state fully their opinions 
on the subject of resale price main- 
tenance. Active cooperation has gen- 
erally been met with in every quarter, 
it was stated at the Commission, many 
companies voluntarily requesting that 
copies of the schedules and question- 
naires be sent them. The inquiry is 
now well under way. The large pro- 
portion of returns received from the 
22,000 schedules sent out to date has 
been a source of gratification to the 
Commission and is accepted as being 
indicative of the lively interest mani- 
fested in the subject and a desire to 
have it analyzed thoroughly. Field 
work is progressing rapidly, due, in 
part, to the desire of business men to 
aid in the work which has been taken 
up constructively. It is hoped by pro- 
ponents of the Kellyer-Capper price 
standardization bill that the Commis- 
sion report will be available as soon as 
Congress convenes in December. Con- 
fidence is expressed by them that the 
report will prove a strong support to 
the policy of maintaining fixed resale 
prices on standard, trade-marked and 





By L. W. Moffett 


nationally advertised goods as a means 
of protection to the manufacturer, 
wholesaler, retailer and consumer. The 
recommendation of the bill by the sub- 
committee of the House Committee on 
Interstate and Foreign Commerce took 
this precise line of argument and had 
the report been submitted but a short 
time before it was laid before the full 
committee, supporters of the measure 
think it would have passed the House 





with a chance of getting through the | 


Senate ready for passing upon by the 
President. 

The Brookhart resolution calling for 
an inquiry into chain store operations 
has created deep interest. The study 
will be the most far-reaching of the 
kind ever undertaken. It includes not 
only the retail chains, but also those 


engaged in manufacturing and whole- | 


saling with the purpose of ascertaining 


whether they involve any violation of | 
the anti trust laws and what legislation, | 


if any, should be enacted to regulate 
their operations. The preliminary ex- 
amination of the subject was promptly 
initiated. The survey will call for the 


setting up of an organization of the | 


Commission under its economic division 


with a rather large staff, whose ranks | 


probably will be enlarged or decreased 
as other work of the Commission re- 
quiring their attention may demand. 
The inquiry being so broad and compre- 
hensive, will entail a great deal of time, 
and at this stage of the work no cal- 
culation can be made as to when it will 
be completed. 

The inquiry into price bases, such as 
factory base, basing point, and de- 
livered base, was undertaken to dis- 
cover the causes of these various sys- 
tems of making prices and their actual 
and potential effects. There has been 
little study of this subject, which, it 
has been pointed out, requires pains- 
taking work in the economics of dis- 
tribution. The Commission, in mak- 
ing this inquiry, has gained the coop- 
eration of the principal trade associa- 
tions and of individual producers and 
manufacturers, in obtaining important 
statistical data. 


The Division of Simplified Practice, 
Bureau of Standards, Department of 
Commerce, is circularizing all inter- 
ested elements of the household and in- 
dustrial brush industry for signed ac- 





| the Federal 


ceptances to the simplified practice 
recommendation for floor sweeps. The 
project was approved by a general con- 
ference of manufacturers, distributers 
and users, held under the auspices of 
the Division on March 21 and 22, in 
conjunction with the annual convention 
of the American Brush Manufacturers’ 
Association. The recommendation re- 
duced the existing varieties of this 
commodity from eleven to six sizes. 
These are, in length of block in inches, 
12, 14, 16, 18, 24 and 30. Following re- 
ceipt of the required number of signed 
acceptances, the project will become ef- 
fective Jan. 1, 1929, for new produc- 
tion, subject to annual revision by the 
Standing Committee of the industry. 
The six sizes in the recommendation 
are known as stock sizes. 


Lawn mowers with a ratchet having 
a ball serving as and for a pawl are 
not “ball-bearing” mowers. The Fed- 
eral Trade Commission has so held. In 
consequence, two manufacturers whose 
mowers were equipped as described, but 
advertised and sold as ball-bearing lawn 
mowers, have entered into a stipulation 
with the Commission agreeing to dis- 
continue this sort of misbranding. 


* 


Unfair trade practices in the paint, 
varnish. and lacquer industry will be 
considered at a trade practice confer- 
ence to be held with the industry by 
Trade Commission. No 
date or place has been set. The Com- 
mission has authorized the holding of 
such a conference on the ground that 
75 per cent of the members of the in- 
dustry have requested it. Commis- 
sioner Garland S. Ferguson, Jr., will 
preside at the meetings. Among un- 
fair practices to be considered are com- 


mercial bribery, adulteration of 
competitors’ goods, misbranding and 
misrepresentation in advertising and 


labeling. The Commission has, in the 
past, disposed of 149 complaints 
against different members of the paint 
and varnish industry regarding one or 
another of these unfair practices, and 
91 orders to cease and desist were is- 
sued, while 58 complaints were dis- 
missed. Of the 58, approximately 38 
were settled by stipulation. The re- 
mainder were abandoned because of 
want of jurisdiction. 
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General Market News 








Hardware Lines Stronger 
Throughout the Country. 


Prices Remaining Firm 
NEW YORK, July 11.—A distinctly brighter tone is reflected in the 


reports this week from important market centers. 


The Southwest, 


already in its harvest time, reports distributors of hardware lines 
increasingly busy. Crop reports from northwestern States indicate 
that prosperous conditions will feature autumn months of the year. 
In the East, vacation and camping supplies are in brisk demand 
and staples are also coming in for a good share of the buying. 
A conservative estimate of the situation at this time would be that 
business this year will be well up to normal as a whole and in some 


sections better than usual. 


Prices are very firm and collections fair. 


Bank Debits Show Decline of 19.2 
Per Cent for Week 


Debits to individual accounts as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended June 27 aggregated $14,860,000,- 
000, or 19.2 per cent below the total of 
$18,385,000,000 reported for the pre- 
ceding week, and 13.2 per cent above 
the total for the week ending June 29, 
1927. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $14,090,222,000, as compared with 
$17,501,706,000 for the preceding week 
and $12,412,893,000 for the week ended 
June 29, 1927. 


L Riis 
Increase in Freight Demands 
Estimated for Third Quarter 


Transportation requirements for 29 
of the principal commodities in the 
third quarter this year (the months of 
July, August and September) will be 
approximately 9.910,768 cars, an in- 
crease of about 597,031 cars above the 
corresponding period in 1927, or 6.4 per 
cent, according to reports just received 
and made public July 3 by the car ser- 
vice division of the American Railway 
Association from the 13 Shippers’ Re- 
gional Advisory Boards which now 
cover the entire United States. This 
estimate, it is stated, is based on the 
best information obtainable at the pres- 
ent time by the commodity committees 
of various Shippers’ Regional Advisory 
Boards as to the outlook so far as 
transportation requirements are con- 


cerned. 
Of the 13 boards, 11 estimated an in- 





crease in transportation for the third 
quarter of the year compared with the 
same period last year, while the other 


two estimated a decrease. The 11 | 
| erease of 2721 cars. 


boards estimating an increase over the 
preceding year were the Atlantic 
States, Allegheny, Great Lakes, North- 


| western, Pacific Coast, -Southeastern, 


Southwestern, Middle Western, trans- 
Missouri-Kansas, New England, and 
the Pacific Northwest boards. Those 
estimating a decrease were the Central 
Western and the Ohio Valley boards. 


Hygrade Lamps Were Reduced 
Effective on July 1 


Effective July 1 the Hygrade Lamp 
Co., Salem, Mass., announced a reduc- 
tion in price on Hygrade lamps. A 
ecmplete price list is printed on a handy 
size card and is available to the trade. 


Week’s Prices Average 98.4 P. C., 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced. July 1 that the 
previous week’s wholesale commodity 
prices, based on Dun’s quotations, 
averaged 98.4 per cent. The purchasing 
power of the dollar was 101.6c. on a 
1926 basis of 100c., says the Journal 
of Commerce. 

Crump’s index for the week on the 
revised 1926 level was 93.9. 

The Italian index on the revised 1926 
level for the week ended June 23 was 


75.3. 


' Freight Loadings Show Decline 


| 
| 














Week Ended June 23 


A decrease of 16,503 cars loaded with 
revenue freight occurred during the 
week ended June 23 compared with the 
week ended June 16, when the total 
loadings for the week amounted to only 
86,789 cars, according to statistics 
compiled by the car service division of 
the American Railway Association. 
Reductions were reported during the 
week in the loading of all commodities 
except coal and forest products. 

The total for the week was also a de- 
crease of 31,271 cars below the same 
week in 1927. 

Loadings for the week compared with 
the corresponding week last year were 
as follows: 

Miscellaneous freight, 385,344 cars, a 
decrease of 7164 cars; coal, 144,892 
cars, a decrease of 11,497 cars; grain 
and grain products, 33,340 cars, a de- 
crease of 7451 cars. In the Western 
districts alone grain and grain products 
loading totaled 22,000, a decrease of 
5118 cars below the same week in 1927. 

Live stock loading 24,362 cars, a de- 
In the Western 
districts alone live stock loading totaled 
18,429 cars, a decrease of 1505 cars 
compared with the same week in 1927. 
Merchandise less than carload lot 
freight 256,383 cars, a decrease of 1283 
cars; forest products 67,543 cars, an 
increase of 572 cars; ore 65,528 cars, a 
decrease of 735 cars; coke 9397 cars, 
a decrease of 992 cars. 

All districts reported decreases in the 
total loading of all commodities com- 
pared with the same week last year ex- 
cept the Southwestern, which showed 
an increase. All districts, however, re- 
ported decreases compared with the 
same period two years ago. 


Wooster Brush New Prices 
Effective on July 2 


Effective July 2, the Wooster Brush 
Co., Wooster, Ohio, announced new 
prices on Wooster brushes. A complete 
printed list will be available about July 
15. The announcement states that 
while there are some changes to con- 
form with the current bristle market, 
the total for a general assortment of 
Wooster brushes show very little 
changes over last year. 

A new catalog, No. 77, on the 
full line of Wooster brushes is also 
available. This catalog has been very 
carefully compiled, contains valuable 
information for the buyer of brushes 
and is completely thumb indexed for 
ready reference. 











ee oe eer 


3 
3 
3: 
3: 
3 























HARDWARE AGE for JULY 12, 1928 





Summer Temperatures in Pittsburgh 


Help Retail Hardware Sales 


(Pittsburgh office of HARDWARE AGE) | 
PITTSBURGH, July 10.—While the movement of seasonal hardware 
has been fairly heavy, weather conditions have prevented it from be- 
ing up to the average of other recent years, but since the weather 
has been the dominant factor, jobbers are hopeful that they are go- 
ing to get, in July, some of the business which should have been 
placed in June. Retail business has been helped materially by the 
advent of real summer weather and shortly this improvement should 
filter back to wholesale channels. No really important price changes 
have come out in the past week. Tie-out chains have been advanced 
and one number of emery grinders has a higher price. Collections 
still are slow. 





AUTOMOBILE TIRES AND TUBES. — aii Hae +4 od i= 
—Quality considered, prices have rarely 36x8 .... 85.35 12 ply 10.20 


been lower than now, but the common 40x8 91.6012 ply = 11.05 ; 
report is that sales are no greater now | BATTERIES. iiliilta batteries are in 


than before the recent reduction. very moderate demand, but flashlight 
JOBBERS’ QUOTATIONS TO RE- batteries are doing fairly well. 
TAILERS, F.0.B. PITTSBURGH: JOBBERS’ QUOTATIONS TO RE- 
Mansfield Balloon Tires and Tubes TAILERS, F.O.B. PITTSBURGH: 
3roken Unit 


Heavy Heavy 


ee Duty Duty Pac kage s Pac -kages 


























Tires, Size 4 Ply 6 Ply Tubes No, 2.33 
27x4.40-19 $7.60 ; $1.55 No. 3.33 
29x4.40-21 8.00 $9.75 1.65 No. 1.72 
30x4.50-21 8.90 11.35 1.75 No 2.80 
28x4.75-19 9.65 — 1.85 No 1.14 
29x4.75-20 10.05 1.90 No -39 
30x4.75-21 10.45 1.95 No 97 
29x5.00-19 10.40 1.95 No 1.30 
30x5.00-20 10.75 2.00 No. 1.30 
31x5.00-21 11.20 2.05 No. 767 1.92 
32x5.00-22 12.35 u 2.10 No. 6 dry cells, ignition type unit 
packages, 32%c. each. 
Heavy Heavy Flashlights.—No. 935, 9%4c. each; 
Regular Duty Duty No. 950, 9%c.; No. 790, 184c.; No. 
ires, Size 4 Ply 6 Ply Tubes 705, 28c; No. 750, 18%c.; No. 761, 25c. 
25-18 $11.70 eae $2.05 Hot Shot.—No. 1461, $1.67; No. 1661, 
25-19 12.15 ye 2.10 $2.37. 
20 12.50 14.60 2.25 
Bixsoo-21 «1200 =f dsao = as,~Ss« |] BOLTS, NUTS AND RIVETS.—De- 
29x5.50-19 13.30 15.50 2.60 i j 
30%5 50-20 mee 16.45 2°70 mand is steady rather than active. 
30x6.00-18 Biche 16.60 2.50 Prices are firmly held. 
31x6.00-19 17.10 2.55 
an ree ; JOBBERS’ QUOTATIONS TO RE.- 
32x6.00-20 Sokte 17.40 2.65 : 
33x6.00-21 cave 18.00 2.85 TAILERS, F.0.B. PITTSBURGH: 
34x6.00-22 eee 18.75 2.90 Bolts.—All styles except stove and 
— 00- 23 patie 19.55 3.00 tire bolts, per 100 pieces, 60 per cent 
20.15 2.80 off list; stove bolts, 75 and 10 per 
20.60 2.90 cent off list; tire bolts, 50 and 10 per 
20.85 3.00 cent off list. 
: Aes 21.50 3.10 _Nuts.—All styles, 60 per cent off 
30x6.75-18 Sages 21.35 3.15 list. 
22x6.75-20 eae 22.50 3.50 Rivets.—Large, $3.50 base per 100 
3x6.75-21 ler 23.30 3.55 pieces; small wagon and tinners’ riv- 
34x7.30-20 ar, & 31.95 3.85 ets, 60 per cent off list. 
Mansfield High Pressure Tires and BOTTLES, CAPS AND CAPPERS.— 
Tubes: / age ‘i Hot weather is stimulating the making 
ee ee eee of beverages and the demand for these 
Size Duty -——~— Tubes items is increasing. 
30x3 Ee i ca vateeshs $1.30 
DREN PSO a ae 1.40 JOBBERS’ QUOTATIONS TO RE. 
30x3%% TAILERS, F.O.B. PITTSBURGH: 
Extra size 7.25 1.40 Bottles.—Crown, 14 02. $6 per 
30x31%_ S.S. 9.10 1.40 gross; 28 oz., $8.40; lightning stopper, 
32x31, 10.30 1.70 14 02., $7.50; 28 oz., $9. 
31x4 11.40 2.10 Caps.—In single gross lots, 18c. per 
32x4 12.10 2.20 gross; 10-gross lots, 17c. per gross; 
33x4 12.70 2.30 50-gross lots, 16c per gross. 
34x4 13.30 2 45 Cappers.—Eveready, $9 per doz.; 
Bex 15.95 0.55 ; 2 60 Indestro, $10 per doz. 
odX44 16.60 21.30 8 ply 2.70 ’ 
34Xx4% 17.15 22.05 8 ad 2.80 BUILDERS’ HARDWARE.—The re- 
35x44 ae 2. # 3.00 port still is that business could be bet- 
as 18.90 8t's6 suis 3.10 ter without displeasing jobbers and 
8X9 oF .20 8 ply 3.25 
33x5 21.70 28.95 8ply 3.55 seamaurenoncetaring 
34x5 .... 31.15 8 ply 365 JOBBERS’ QUOTATIONS TO RE- 
35x5 23.30 31.85 8 ply 3.80 TAILERS, F.0O.B. PITTSBURGH: 
37x5 ee. 28.05 7 ply 4.20 Butts.—Ball tip, plated, dull brass 
32x6 e+. 32.40 8 ply 5.45 and antique copper, less than case 
32x6 eee. 42.45 10 ply 545 = ng ae egy oe 100 
- — air; 3% in. x n., : 4 
36x6 vs. 46.6010 ply «5.85 alg % in., $19; 4 in. x 4 


Hinges.—Heavy strap, 6 in., $1.85 

per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps.—-Hanger, without screws, 
single dozen lots, 3 in., 65c per doz.; 

4 im., ‘(e.; 6 In., $1. 05; safety, 3 in., 
97. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 10 
n., $3 per set. 

CHERRY STONERS.—There is a fair- 
ly good demand considering that the 
crop is averaging smaller than it has 
in the past few years. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Brighton, $8.40 per doz.; Dandy, 
$12; Enterprise, $12. 

ELECTRIC FANS.—This line, which 
has been dead up to this time, is now 
doing better on account of hot weather. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Polar Cub black, 6-in., each in 
lots of 12, $2.85; 8-in., $3.20, in lots 
of 12, $8; 10-in. stationary, $1.60, in 
lots of 6, $4.35 oscillating, $7, in lots 
of 6, $6.64. 

FARM, GARDEN AND LAWN.—De- 
mand for mowers appears to be largely 
satisfied for this season, but watering 
equipments is doing better, as are also 
scythes and snaths and sprays. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Forks, — and Hoes.—Manure 


forks, No. $13.63 per doz.; No. 41, 
$15.24: santas forks, No. 84, $10.80 
per doz.; No. 72, $14.28; garden rakes, 
No. 014, $5.64 per doz.; No. 512, $8.64; 
No. 514, $9; lawn rakes, No. 124k, 
$5.50 per doz.; field hoes, $6 per doz 

Barrows.—Garden, No. 81, $3.65 
each; No. rs $4.75; No. 83, $5; No. 84, 
$7.75; No. 45, $4.50; No. 35, $5.75; No. 


25, $6.25. 

Trowels.+Garde n, No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, "$3.50; No. 85, "800; No. 02, 75e 

Grass Hooks and Shears.—ilooks, 
No. 7, $2.50 per doz.; No. 450, $4; Ger- 
man, $3.60; English, $7; Shears, No. 
360, $3 per doz.; No. 380, $3.60; No. 
520, $5.50; No. 525, $7; No. 540, $6; 
Duclip, $10.80, 

Shears.—Pruning, No. 25, 2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, $1.25 to 
$1.75 each; 9 in., $1.40 to $1.90; 10 in., 
$1.60 to $2. 

Pruners.—Tree, water, $1.30 to $1.60 
each; Division, $2 to $2.10; Rockdale, 
$1.35 to $1.65; McKinney, $2.60 to 
$3.60. 


Hose, Reels and Nozzles.—Garden 
hose in 50-ft. rolls, % in., 9c. per ft.; 
& in., 94%4c.; % in., 1lc.; nozzles, $3.60 
to $6 per doz.; reels, $1 to $4 each. 

Sprinklers.—Ring, 50c each; Rain 
King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 4 qt. 
$6 per doz.; 6 pt., $6.60; 8 qt., $7.50; 
10 qt., $8.40. 

Lawn Mowers.—12 in., $5 to $8.75; 
14 in., $5.25 to $13; 16 in., $5.75 to 
$13.50; 18 in., $8.50 to $14; 20 in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 
papers, 25c. per Ilb.; in 100 lb. drums, 
l5c. per lb.; arsenate of lead, 1 Ib. 
papers, 25c. per Ib.; 100 Ib. drums, 
16c. per Ib. 

Scythes and Snaths.—Scythes, solid 
steel, $21 per doz.; welded blade. $18; 
Austrian, $14.20; snaths, No. 50, $13.50 
per doz.; Austrian pattern, $12. 

Grain Cradles.—$54 per doz.; extra 
fingers at $2.40 per doz. 
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EMERY G D now 
quoted at $7.15 each are up sharply in 


price. Other numbers hold at recent 
prices. 
HAYING TOOLS.—Seasonal activity 


is noted in this line. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Carriers, $7 per doz.; track, 174 c. 








to dealers show a discount of 33% 
per cent off list. 

Acme Freezers.—Bright galvanized, 
tapered, 2 qt., $8 r doz.; same size, 
enameled-galvanized, $10 per doz.; 4 
qt. size, enameled-galvanized, $18 per 
doz.; and 1 qt. size, Junior enameled, 
$4.80 per doz. These are net prices 
to dealers. 

Arctic Freezers.—1 qt., $4; 2 qt., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 
$8.60; 8 qt., .10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 


per ft.; double harpoons, $1.75 each; 
single harpoons, $3.50. 


ICE CREAM FREEZERS.—There is a 

little more activity than recently, but 

sales still are below expectations. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. PITTSBURGH: 


Alaska Freezers.—1 qt., 
2 qt., $3.45 each; 3 at., 
qt., $5 each; 6 qt., $6.30 each; 
$8.20 each; 10 qt., 
$14 each; 15 qt., 
$21.50 each. These are 
which are subject to dealers’ 
count of 20 and 10 per cent. 


Alaska Gray Goose ees qt., 
3 qt., 
6 qt., 
10 qt., 
prices, 
dis- 


3.25 each; 2 qt., $3.90 each; 
4.65 each; 4 qt., $5.70 each; 
$7.25 each; 8 qt., $9.35 each; 
$12.50 each. These are list 
which are subject to a dealers’ 
count of 20 and 10 per cent. 
White 
$5.60 each; 3 qt., $6.75 each; 
$8.25 each; 6 qt., $10.45 each; 
$13.50 each, and 10 qt., $18 


to dealers’ discount of 50 per cent. 
Blizzard.—1 qt., $4.65 each; 2 

$5.50; 3 qt., $6.50; 4 qt., 

8 qt., $13; 10 qt., $17; 12 qt., $21; 


cent. 

Lightning.—1 qt., $4.65 each; 
$5.50; 3 qt., $6.50; 4 qt., oe. 6 at., "$10; 
8 qt., $13; 10 qt., $17: 12 at., $21: 


ject to a disc ount of 55 per cent. 

Auto-Vacuum Freezers.—No. 1, 
net: No. 2. $4 net; No. 
and No. 4, $6.67 net. 


$2.95 each; 
$4.10 each; 
8 qt., 

$10.7 75 each; 12 qt., 
$17 each; and 20 qt., 
list prices 
dis- 


Mountain Freezers.— 2 qt., 
$ @t., 
8 qt., 
each. 
These are list prices and are subject 


qt., 
$8; 6 gt., $10: 
sub- 
ject to a discount of 55 and 7% per 


2 at., 
sub- 


3, $5.33 net, 
These net prices 


discount of 50 per cent off this list. 


| PAINTING SUPPLIES.—Business is 
| holding up well. There is no change in 
| peer 


JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.0.B. PITTSBURGH: 
| Ready mixed paints, best grades, 
$2.60 per gal.; lower grades, $2 (whites 
and dark greens, 12c. per gal higher); 
white lead, 134 c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more, and extra 4 per cent less in 
lots of a ton or more; turpentine, 73c. 
| per gal. in barrel lots; raw linseed oil, 
| 11.8c. per lb. in barrel lots. 


'TIE-OUT CHAINS.—This 


Netting.—Galvanized after 
50 and 10 per cent off list. 


line 


Poultry 
weaving, 


| been advanced. 


WIRE PRODUCTS.—There is just a 
fair movement of the common wire 
| products. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. PITTSBURGH: 


No. 2-O, 20-ft., $4.20 per doz.; 30- 
Sm ai No. 3-O, 20-ft., $5; 30-ft., 
4.60. 


has 


There is some irregularity 


| in nail prices. 


| 


“SCREEN WIRE GOODS.—Since the | 


season is some three weeks late, job- 
bers are expecting that the usual re- 


| cession in demand common to July will | 
| be delayed to the extent of the lateness | 


of the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Screen- Wire Cloth. — Black, $1.80 


per 100 sq. ft.; opal, $2.10; bronze, 
$5.75. 
Screen Doors.—2 ft. 8 in. x 6 ft. 8 


in., No. 241, $18 per doz.; No. 288, $24; 
No. 457-G12, $22; No. 415-B14, $42. 
Screen Windows. — Wooden frame, 
extension, 12-33, $3.30 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-33, $5.10. 
Hardware Cloth. —24 in. x 48 in., 
No. 2, $4 per 100 sq. ft.; No. 3, $4.30; 
No. 4, $4.65; No. 6, $5; No. 8, $5.50. 


Demand for Hardware Lines 


Improves in New England Territory 


BOSTON, July 1 


much more favorable for business than in June. 
ware store merchandise is general. 


(Boston office of HARDWARE AGE) 


0.—So far this month weather conditions have been 


Demand for hard- 
Regular staple lines of hard- 


ware as well as vacation goods are wanted. Paints are selling bet- 


ter than heretofore because of the dryer weather. 


It is a year of 


all kinds of bugs and pests therefore sprays and sprayers are in good 


demand. 


Garden and farm crops have and do need more than the 


usual attention consequently the sale of agricultural tools has been 
remarkably good, all things considered. Yachting and motorboating 
are coming back into their own and the marine hardware dealer is 


doing better than last year. 


Machine shops generally are not par- 


ticularly busy, yet mill supplies are moving in good volume. Heavy 
hardware sales are ahead of last year. It still costs a lot to do busi- 
ness, but the hardware trade in general has cut many corners and 
most likely will round out 1928 on the right side of the ledger. 





AUTOMOBILE ACCESSORIES.— | 


People may not have money for a lot 
of things, yet pleasure car registra- 
tion in each New England State is 
ahead of last year and the heaviest on 
record. People are not buying new cars 
as frequently as in former years, which 
means a greater consumption of acces- 
sories. Tires and tubes have sold 


mighty well since the last price cut. 


We quote from Boston jobbers’ 
stocks: 

Tires. — Mansfield line, Clincher, 
heavy duty, 30 x 3%, 7.25 each 
straight sides, 30 x 3%, $9.10; 31 x 4 
$11.40; 32 x 4, $12.10; 32 x Eo. $15.95 


34 x 4%, $17 15; 35 x 5, $23 
Tires.—Mansfield line, truck, 8 ply 
32 x 4%, $20.55; 33 x 416, $21. 30; 34 x 
4%, $22.05; 33 x 5, $28.95; 34 x 5, 
$31.15; 35 x 5, $31.85; 10 ply, 32 x 6, 
$32.40; 36 x 6, $46.60; 34 x 7, zr 15; 
38 x 7, $65.35; 12 ply, 36 x 8, $85.35 

40 x 8, $91. 


Tires.— Mansfield line, balloon, 27 x 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. PITTSBURGH: 


(Fence Wire 


pe - mg! Ib.) Annealed Galvanized 
3 





to 9 gage.......$3. 05 $3.50 
No Yo ibaenacsahetne ss ee 3.55 
Pee errr Fe 3.15 3.60 
SS aero eee 3.70 
ee sree 3.85 
SS Sa erorer rte 4.05 
lO eS See eee 4.30 
Ty | Rare eee 3.80 4.45 
Barbed Wire (per 80-rod spool): 
Wee) SNEED. SoS avcvoacceisenae $2.°7 
POE: Svc dGbae cedece scales 3.18 
OE CE ik dcowencwesedunieivsde anee 
SS, GEE sen cceneccanswass Wad 
2-point cattle (specia’).......... 2.25 
Field Woven Wire Fence (per 10) 
rods): 
DEE Shasvueks Samecdhcael cared 
A 2S Re ce ei een etre 5. 
rae ee eer re 
Lt BPE ere rere Cerrar a 37.00 
ge | Re AP er eee rae | 
ah Ae ey Pere Pac ae re 
Poultry and rabbit (No. 14 gage): 
OO: ED: os woes bus ear kes cdenaean $36.50 
ee rR are pe eae 44.00 
| See ee re re ee roe 49.50 
Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 
J . SR res ee DNC, ¢ BR conc ts on ocivne 
Le RR eee d5c, each 28c. each 
he errr ere rs 65c. each 40c¢. each 
ae RED SD kuwarantdese an eae 45c. each 
Bright nails, tase, per keg, $2.90 


4.40, $7.60 each; 30 x 4.50, $8.90; 29 x 
5.75, $10.05; 30 x 4.75. $10.35; 29 x 5.00, 
$10.40: 30 x 5.00, $10.75; 31 x 5.00, 
$11.20; 30 x 5.25, $12.50: 31 x 5.25, 
$12.90. Six ply, 29 x 4.40, $9.75; 30 x 
4.50, $11.35; 31 x 5.2% a 10; 30 x 5.50, 
$16.45; 32 x 5.77, 8.75; 30 x 6.00, 
$16.60; 31 x 6.00, $i%. 10; 32 x 6.00, 
$17.40; 31 x 6.20, $20.60; 32 x 6.20, 


32 x 6.75, $22.50. 

lots of less than _ six, 
30 x 3, $1.30 each; 30 
$2.10; 32 


$20.85; 
Tubes.—In 
Mansfield line, 


$2. 50; 
20 x &, $3.25: 36 x 5, 
$5.45; 36 x 6, $5.85; 
Zalloon, less than 12, 27 x 
each; 29 x 4.40, $1.65; 30 x 
in lots of six or less, 28 x 4.75. $ 
29 x 4.75, $1.90; 30 x 4.75, $1.95; 30 x 
4.95, $2.05: 29 x 5.00, $1.95; 31 x 5, 

5; 30 x 5.25, $2.25; 30 x 5.50. $2.70; 

odd 





34x 7. 30, $3.85. 
extra 5 per cent 
previous prices 18 


« 55; 33 x 

32 x 6.75. $3. 50: 

Discounts. — An 

discount from the 
allowed. 


Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 


5 per cent discount. 
Fender Guards.—One to 49 count, 


50 to 249 count, 


40 per cent discount; 
40 and 5 per cent discount. 

Horns.—Klaxon, quantities less than 
$50 in list value, 35 per cent — sount, 
in $50 to $199 value, 40 and 5 per cent 
discount; in $200 value, 50 per cent 
discount. 

Tire Chains.—One to nine sets, 30 
per cent discount; 10 to 49 sets, 35 
per cent discount; 50 to 99 sets, 40 
per _— discount; 100 to 149 sets, 4° 
and 5 per cent discount; 250 sets and 
more, 40 and 10 per cent discount. 

Auto Clocks.—Westclox line, plain 
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dial, $1.50 each net; luminous dial, 
$2.10. 


AIRPLANES.—Toys are selling much 
better than many lines of staple hard- 
ware. We are entering an era of fly- 
ing. Youngsters naturally are inter- 
ested in flying. Toy airplanes are 
therefore in demand. 


We quote from Boston jobbers’ 
stocks: 

Airplanes.—Knocked down, No. 810, 
$12 per doz. net; No. 820, $24; No. 


830, $40. 
BOATS.—Toy boats also are moving 
in volume. There seems to be a grow- 
ing field for these small crafts because 
men as well as boys are interested. 
from jobbers’ 


We quote Boston 


stocks: 

Boats.—Toy sail, $8 to $52 per doz. 
net; motor, $48 to $80 per doz. net. 
Boat builders, No. 1BB, $2.34 each 
net; No. 2BB, $3.34. 


CAMP STOVES.—Last week’s oppres- 
sive heat drove many people from cities 
to the shore and into the woods. Camp 
stoves have sold better as a result. 
We quote from Boston jobbers’ 


stocks: 
Camp Stoves.—No. HF $8.50 each net; 
4.70. 


No. 9, $6.25; Gypsy, 
CLOCKS.—All kinds and makes of 
clocks are needed for camps, summer 
places in general and by vacationists. 
New England clock makers heretofore 
operating plants on part time have in- 
creased working schedules. 

We 
stocks: 


Boston jobbers’ 


Clocks. — Westclox line, Big Ben, 
$2.29 each net; luminous, $3.16; Big 
Ben, De Luxe, $2.64; luminous, $3.52 
Baby Ben, $2.29; luminous, $3.16; 
Baby Ben De Luxe, $2.64; luminous, 
$3.25. Black Bird, $1.76. Sleepmeter, 
$1.40; luminous, $2.10. Blue Bird, 
$1.22; luminous, $1.76. America, $1.05; 
Ben Hur, $1.76; luminous, $2.46., 


quote from 
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| patronized these days 





by 
Beginners and timid bathers need 
floats, and certain retail hardware deal- 
ers are selling a lot of them. 
are the same as last year. 


We quote from Boston jobbers’ 
stocks: 
Floats.—Torpedo, large, No. 15, $10 


per doz. net; Junior, No. 14, $8. 
FLY PAPER, ETC.—Retail dealers are 
constantly finding it necessary to re- 
plenish stocks of fly paper and similar | 
merchandise. 


We quote from Boston jobbers’ 
stocks: 
Fly Paper.—8 x 14 in., in case lots 


(five cartons), $5.50. 


Sprays.—% pints, $4 per doz. net; 
pints, $6; quarts, $10; gallons, $32. 

Sprayers. — Standard makes, $2.80 
per doz. net. 

Ribbon.—In case lots (four car- 
tons), $3.50 net. 

Tree Tanglefoot.—1 lb. can, $4.80 
per doz.; 5 lb. can, $22 per doz.; 10 
Ib., $42; 25 Ib., $96. 

GRASS HOOKS.—Jobbers’ sales are 


quite satisfactory, so it is natural to 


assume retailers are doing well. 


We 
stocks: 
Grass Hooks. — Lawn King,, $6.50 


quote from Boston jobbers’ 


per doz. net; Little Giant, $5.25; Re- 
liance, No. 70, 2.76; <elley brier 
edge, $4.75; hand made, $4; Atkins 
Perfection, $4.60. 


HAYING TOOLS.—Haying is going on 
all over New England and retail deal- 


|ers have made good sales so far this 


CLOTHES DRYERS.—Although there | 


is no great buying movement, clothes 
dryers are constantly moving out of 
jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Dryers.—Clothes, No. 1, $6.90 each 
net; No. 2, $6.25. 


EGG BOXES.—Farmers are now sell- 


ing most of their eggs at their door to | 


summer people. The call for egg boxes, 
therefore, is better than it has been in 
a long time. 


We quote from Boston jobbers’ 
stocks: 
Egg Boxes.—Paper, 500 to a bun- 


dle, $6.50 per 1000. 
FLOATS.—Beaches and ponds are well 


| LAMPS.—Prices on certain kinds 


month. 
We quote from Boston jobbers’ 
stocks: 
Rakes.—Wood, two-bow, $6.90 per 
doz. net; steel, two-bow, $7.15. 
Scythes.—Little Giant, 28 to 32 in., 
and 30 to 34 in., $16 per doz. net: 


Clover Leaf, $13.50; bramble, $16.50; 
brush, $16.50. 
Snaths.—Ash, $14.50 
cherry, $16.75; brush, $16. 
Forks.—Three-tyne, No. 34, 12 in., 
$10.08 per doz. net; No. 34%, 12 in., 
$10.44; No. 133%, 13 in., $10.44; No. 
133%, 13 in., $10. : No. 134, 13 in., 
$10.92; No. 135, 13 i $11.76: No. 136, 
13 in., $13.92; No. oa 14 in., $11.04; 
No. 124, a in. ; No. 14414, 14 
in., $11.8 
Stones. 
per doz. 


per doz. net; 





End, $1. se 
Star, $1.¢ 
y ilee 


Western Red 
net; Berea, $1.60; 
round English, 12. in., 2 
chocolate, No. 1, $1.70; Green Moun- 
tain, $10. 80 per gross net; Black Dia- 
mond, $17 per gross. Carborundrum, 
po 198, $1.95 per doz.; Old English 

Carborundum, No, 203, 48c. each, 

Rifles.—No. 2, $1 per doz. net. 


of 


| lamps have been reduced two or three 
' cents to conform with new lists recent- 


ly issued by manufacturers. 


swimmers. | 


Prices | 


wn 
— 


We 
stocks: 
Lamps.—Bulb, Champion line, 110, 
115 and 120 volts, clear glass, 10 
watts, 23c. each list; 25, 40 and 50 
watts, 25c.; 60 watts, 30c. Inside 
| frosted, 15 watts, 20c.; 25 watts, 20c.: 
40 watts, 20c.; 50 watts, 22c.; 60 
watts, 22c.; 100 watts, 35c.; tinted, 

25 watts, 25c. 


quote from Boston jobbers’ 





| Discounts.—In less than standard 
| packages, 25 per cent; in standard 
| package, 30 per cent. 


NAILS.—Jobbers intimate a change in 
aloe on cut nails is in the making, 
| but are not prepared to say if it will 
be an advance or a reduction. 


quote from Boston jobbers’ 
stocks: 
Nails.—Wire, from 
keg base; from mill, 
per keg base; 


$2.95. 


store, $3.50 per 
in car lots, $2.70 
in less than car lots, 
Cement coated, in count kegs, 
from mill in car lots, $2.60 per keg 
base, f.o.b. Pittsburgh; in less than 
carload lots, $2.85. Cut nails, from 
| store, $4.25 per keg base; galvanized 
| cut nails, from stoc k, 8d. and smaller, 
$6.25 per 100 lb. base; larger sizes, 
f Mill shipments, 8d. and smaller, 
$5.7 75 base; larger sizes, $6.35. Hard- 
ened steel floor, direct shipments, 
$7.60 f.o.b. Wareham, Mass.; from 
store, $8.10. Western cut nails, di- 
rect shipments, in less than car lots, 
| $3.50. Tremont cut nails, direct ship- 
| ments, $3.95 per keg, f.o.b. Ware- 
ham. 


|OARS AND OARLOCKS.—Sales of 
| oars and oarlocks so far this season are 
| ahead of those for the corresponding 
| time last year. Prices then and now 









| are the same. 

We quote from Boston jobbers’ 
stocks: 

Oars.—Northern fir, copper tipped, 
18c. per ft. net. 

Oarlocks.—-Standard pattern, No. 1, 
20c. per pair net; No. 2, 27c. Round 
socket, No. 1, 36c. North River pat- 
tern, No, 200, 28ce. 


OIL CANS.—Although we live in an 
electrical age and electric stoves are in 
| many summer kitchens, oil cook stoves 
are still big sellers, and the hardware 
dealer likewise has a call for oil cans. 


We quote from Boston jobbers’ 
| stocks: 
Oil Cans.—Aurora, 1 gal., No. 1, $3 
per doz. net; Aetna, 2 gal., No. 51, 
| $5.75; gasoline, No. 505, $10; Electra, 
5 gal., No. 5, $12; Red Band, No. 14, 
$14.50; Peerless, No. 23, $17.50. 


| WASH BOILERS.—There is a small 
yet steady movement of wash boilers 
| out of retail and jobbing stocks. 





We quote from Boston jobbers’ 
stocks: 

Wash Boilers. — Copper, No. 128, 
$40.80 per doz. net; No. 129, $43.20. 
Tin, No. 81X, $23 per doz. net: No 
91X, $24; No. S1XX $27.75; No 91XX, 

| $29.45. 


Profit and Volume from Back Yard Playthings 


Then ask yourself why they do this. 


merely to get dirty. 


plan such a luxury as soiled clothes. 
gratification of the instinct to make things which is 
denied them because there are no proper materials where 
These children will prefer the 
box ; not because it is cleaner but because it is more work- 
They are on the curb because the materials are 


they should play. 


able. 
not provided elsewhere. 


After the slide comes horizontal bars, adjustable, of 
Then flying rings and these can be provided 


course. 
with swings for all ages. 


And what a wonderful plaything the ladder becomes! 
Children can find more uses for a six-foot ladder than 


Children do not think enough to 


(Continued from page 41) 


both parents, 
satisfies the 


Certainly it is not 


It is merely a 
rungs 


sand 


painter 
youngster’s 
much adventure in the insecurity of the footing on the 
Sometimes ladders are set stationary ; 
pendicular and a second horizontal. 
ladder is the joy of all ages. 
falls are much less dangerous than those from the top 
of the garage or from the tailgate of a motor truck. 


and a carpenter combined. It 
climbing instinct. There is 


one per- 
But a detached 
Certainly, but these 


Falls ? 


A ladder is indeed a mystery box. 


large, 
door base balls, 


even medicine balls. 
with balls can be devised for a small space. 


Then as the age increases the ball changes from the 
soft rubber ball to larger and harder balls. 
volley balls, 


In- 
footballs, basket balls and 
It is surprising how many games 





it 
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Good Crop Reports in Northwest 
Help Hardware Trade—Prices Staple 


MINNEAPOLIS, July 10.—The annual vacation exodus from the | 


(Minneapolis office of HARDWARE AGE) 


larger cities to the country and the equally large vacation movement 
from all points (which means automobile tours) is the one feature 


which interests the merchant at present. 


Demand for supplies and 


equipment, both for the camping and for the people who camp, 
means substantial sales in all lines. 
Crop reports continue to be very encouraging. All the way from 


Kansas, 


where harvesting is already started, 


into the northern 


States of Montana and North Dakota, the returns are indicated as 
being quite satisfactory. The Northern States feel fairly assured 


of a good harvest. 


Prices are on a stable basis, the only change showing this week 
being on sandpaper, which shows a slight decline. 


AXES.—Sales are normal for this time 
of year. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 

Single bit, base weight axes, $16.50; 
dou'ye bit base weight, $21.50; Plumbs 
Dreadnaught, single bit, unhandled, 
$15; double bit, $20; handled, single 
bit, $19.25; double bit, $24.25 doz., net. 


AUTOMOBILE TIRES AND TUBES. 
s are very good, with stocks well 
filled. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 

Mansfield tires, Liberty cord, 30 x 
3%, $6.10; heavy duty oversize, $8.30; 
balloon tire S, 27 x 4.40, $8.70; 29 x 4.40, 
$0.15; 30 x 5, $13; 32 x 6, heavy duty, 
$2 1.10; 32 x 6.20, heavy duty, $24.85 
each, less 5 per cent. Mansfield tubes, 
tan, 30 x 3, single lots, $1.50; case lots 
(12), $1.40; 32 x 4, single, $2.50; case 
(12), $2.40; 34 x 4%, single, 
case (12), $3; gray tubes, balloon 
types, 27 x 4.40, $1.80: case (2), $1.70; 
29 x 4.40, single, $1.85: case (12), 
75; 30 x 5, single, $2.25; case (12), 
2.15: 32 x 6, single, $3 10: case (12), 

#3: 32 x 6.20, single, $3.50; case (12), 

$3.40 each, less 10 per cent. 
BOLTS.—Prices are firm, with stocks 
being kept well rounded. Sales are 
showing a fair volume. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, all 
sizes, 60 per cent; stove bolts, 75 per 
cent; and lag screws, 60 per cent 
from standard lists. 


BRADS.—Demand is good, with prices 
unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 

Steel wire brads, 75 per cent from 
lists. 


BUILDERS’ HARDWARE.—Deliveries 
in this line are fair, though the volume 
is off from that of last year, on the 
average. Building outside the larger 
cities is well up to standard in volume. 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. TWIN CITIES: 

3% x 3% steel butts, old copper 
and dull brass finish, 19¢c. pair in less 
than case lots, 18c. = in case lots: 
4 x 4 steel butts, old copper and dull 
brass finish, 26c. pair, less than case 
lots, 25c. pair in case lots; broad 
hevel steel inside sets, old copper or 
dull brass finish, one piece knobs, 








less than case lots, $7 doz., sets, case 
lots, $6.75 doz. sets: steel bit-keyed 


| 
| 
| 





front door sets, $1.85 per set; cylin- 
der brass outside trim,  bit-keyed 
front door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3-in., 56c 
doz. pair; 4-in., 75c. doz. pair; heavy 
plain strap hinges, 4-in., %3c doz. 
pair; 5-in., $1.22 doz. pair; 6-in., $1.56 
doz. pair; light plain tee hinges, 3-in., 
62c. doz. pair; 4-in., 78c. doz. pair; 
heavy plain tee hinges, 4-in., $1.06 
doz, pair; 5-in., $1.20 doz. pair; 6-in., 
$1.40 doz. pair; 8-in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4-in., 
$1.28 doz. pair; 5-in. "$1.58 doz. pair; 
6-in., $1.89 doz. pair; 8-in., $2.83 doz. 
pair; 10-in., $4.53 doz. pair, net. 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are 
steady, with stocks ample. Prices have 
not changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Eaves trough, 28 ga., 5-iii., S.9., 
slip joint, in crates, $5.50 per 100 ft.; 
conductor pipe, 28 ga., 3-in., in crates, 
not nested, $5.50 per 100 ft.; 3-in., 
$1.73 doz., net. 

FILES.—Call for files is good, with 
stocks well filled. There is no change 
in prices. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Nicholson files at 50 per cent, and 
Riverside files, 60 per cent from lists. 

GALVANIZED WARE.—Demand 
shows a very good volume of trade in 
the line in general. Prices are un- 
changed. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Standard 10-qt. galvanized pails at 
$2.55; 12-qt., $2.70; 14-qt., $3; 16-qt. 
stock pails, $4.70; 18-qt., $5.50; - 
ard galvanized tubs, No. 1, $7: No. 2, 
$7.90; No. 3, $9.20: heavy galvanized 
tubs, No. 1, $12.85; No. 2, $14.05; No. 

3, $15.25 doz., net. 
GLASS AND PUTTY.—Call is fair, 
with ample stocks on hand. Prices 
have not changed. 
: JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength glass, 
Minnesota prices, 86 per cent; and 
strictly pure putty in 50 Ib. contain- 
ers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Hand 
tools are selling steadily, with good 
volume. Prices are firm as auoted. 

JOBBERS’ QUOTATIONS TO RE. 


TAILERS, F.0O.B. TWIN CITIES: 
Maydole, No. 11%, carpenters’ ham- 





mers, $12.60; a No. HFS81, $12.60; 
Plumb, HF145, $6.12; Piumb, No. 2 
broad hiaccane, $16.40; No. 2 Shing- 
ling, $12.50; No. 2 claw, $13.75 doz., 
net. 

HOSE REELS.—Sales are very good, 

with stocks ample for the call. Prices 

have not changed. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Donley All Steel hose reels, No. 2, 
at $2 each, net. 


ICE CREAM FREEZERS.—Sales show 
a very steady improvement, with stocks 
being kept well assorted. Prices are 
firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 
: = hite 
2.80 


Mountain freezers, 2-qt., 
$3.38; 4-qt., $4.13; 6-at., 
4 it., $6.75 each, net. Arctic 

freezers, 2-qt., $2.30; 3-qt., $2.78; 4-qt., 

$3.40; 6-qt., $4. 30; 8-qt., $5.55; 10-qt., 

$7.40: Acme, 2-qt., galvanized, 75c.; 

4-qt., enameled, $1.65 each, net. 
LAWN HOSE.—Sales are good, with 
stocks still well filled. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Competition, 5%-in., 3-ply hose, $6.75; 
Good Luck, %- “in., 6-ply, $10; ull 
Dog, %-in., 7-ply., $13.50; Leader, 
5g-in., 5-ply, $8; Manhattan whipcord 





molded, %-in., 500-ft. bales, $8.50; 
red, %-in., 500-ft. bales, $9 per 100 
ft., net. 


LAWN MOWERS.—Sales are fairly 
good. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Philadelphia, style A and C, 40 per 
cent; style E, 45 per cent; style K, 
30-5 per cent from lists. 
NAILS.—Deliveries are good, with am- 
ple stocks on hand. Prices are un- 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Standard wire nails and cement 
coated wire nails in 100-lb. kegs at 
$3.20 per keg, base. 
OIL STOVES.—Oil stoves are selling 
very well, with the coming of hot 
weather. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

No. 500 Nesco oil stoves, $80 each; 
No. 213, $22 each; No. 213 with No. 
1103 shelf, $28.50 each, less 30-5 per 
cent. No. 79, Perfection, with black 
cabinet, $78 each; No. 78 only, $22.50 
each; No. 73 with black cabinet, $29 
each: with a discount of 30 per cent 
in lots of less than ten, and 30-5 per 
cent in lots of ten or more. 

PYREX OVENWARE.—Sales are still 
fair, with stocks well filled. Prices are 
unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 624 
casseroles, $1.33; No. 634 cassero'es, 
$1.33; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
12 teapots. $1.67; No. 26 teapots, 
$2.33, and No. 953 percolator tops, 7c. 
each, net. 

REGISTERS.—Furnace men are busy 
with repairs and alterations, in addi- 
tion to new work and demand is good. 
Prices are firm as quoted. 
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JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron registers, 20 per cent, and 
wrought steel registers, 40 per cent 
from lists. 


ROPE.—Sales are showing a good vol- 
Prices 


ume, with stocks well filled. 
have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Best grade manila rope at 23c. per 
lb., base, and best grade sisal rope at 
7c. per Ib., base. 


SANDPAPER.—Demand still is good, 
Prices are slightly 


with stocks ample. 
lower. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, 80c. 
box of 75 sheets; second grade, 


per 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net 


SANITARY PRODUCTS.—Sales are 
still very good in the various lines un- 
der this head. Stocks are kept well as- 
sorted. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Presto Products.—Oil soap, 16 oz. 
size, $2.60 per doz.; bowl c’eaner, 22 
oz. size, $1.85 per doz.; pipe ope ne = 


16 oz. size, $2 per doz.: tile and por- 


celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 per 
doz.; Silvershyn, 4% oz. size, $1.80 
per doz.; Waterless cleaner, 2 pt. 
size, $5.40 per doz.; same, 5 pt. size, 
$9 per doz.; Window cleaner, 6 oz. 
size, $3.60 per doz.; same, 12 oz. size, 
$5.40 per doz.; Presto Lustre, 6 oz. 
size, $2.60 per doz.; 12 oz. size, $4.32 


$5.40 per doz., 


per doz.; 16 oz. size, 
$3.60 per 


and Dry Cleaner, 8 oz. size, 
doz. 
Desolvo special pipe cleaner, 10 oz. 


size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz., 
and in gross lots, $2 perdoz. Desolvo 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 


$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean.—22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. 
lots, $2.25 per 
cans, $2.15 per 
per doz. 

Chaco boiler liquid, 
$2.50; half doz. quantity, 


less than case 
case of 2 doz. 
gross lots, $2 


quarts, 
qt., 


cans, 
doz. ; 
doz.; 


single 
2 per 





and doz. quantity, $1.75 per qt. 
Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots, and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz. cans, 1, 2 and 3 doz. 
cans to the carton, $4.50 doz.; Hercu- 
les boiler compound, qt. cans, $2 each. 
Economy Plumber drain pipe cleaner, 


1 Ib. cans, $2 per doz.; 2 Ib. cans, 
$3.90. The 1 lb. size is packed in 1, 


and the 2 Ib. 
doz. to the 


and 3 doz. to the carton, 
size is packed 1 and 2 
carton. 


SASH CORD AND WEIGHTS.—Sales 


are fair, with prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 
Silver Lake sash cord, No. 8 (base), 


60c.; Red Seal, No. 8, 34c., and Green 
Seal, 32c. lb., net. Cast iron sash 
weights, $2.10 cwt. net. 


SCREEN DOORS AND WINDOWS.— 
Sales are very good, with stocks being 
Prices are firm as 


kept well filled. 
quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Common screen doors, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, net. 


Continental extension window screens, 
24 in., $9.75; Wabash extension, 24 
in., $5.60 doz., net. 


SCREWS.—Deliveries are steady, with 


prices unchanged. 


JOBBERS’ QUOTATIONS to RE- 
TAILERS, F.O.B. TWIN CITIES: 

Flat head bright wood screws, 50 
per cent; flat head japanned, 37% per 
cent; round head blued, 45 per cent; 
flat head brass, 40 per cent from new 
lists. 


SOLDER.—Call is good, with no fur- 


ther change in price. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Strictly half and half solder at 32c., 
and warranted half and half solder 
at 33c. Ib. in 100-lb. boxes, net. 


STEEL SHEETS.—Demand continues 
stocks well filled. 


very good, with 
Prices show no further changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Galvanized nel sheets at $4.75 
ewt., base (24 ga.), and black steel 
sheets at $3.90 cwt., base (24 ga.). 
TIN.—Call is good, 
filled. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 





Sargent’s New Wrought Designs | 


New Haven, Conn., re- 
of builders’ 


Sargent & Co., 
cently added to their line 


hardware, three new wrought designs that | 


are intended to supply the present day de- 
mand for something different for the in- 
terior doors in residential work. Doors 
13g in. thick are now commonly used in 
dwellings and when the mortise is made 
for the lock so much wood is cut away 
that there is not enough left to hold firmly 
the screws required to apply the key plates 
and roses used with “sectional” sets. All 
of these new designs are particularly suit- 
able for such doors, as the screws that 
hold the escutcheons are driven in the 
thicker wood above and below the mortise. 
The knobs are the popular 2 in. size. 

Lansdowne design, in the style of the 
Adam Brothers, is made of bronze and 
brass and furnished in four suitable 
finishes, with metal knobs and also with 
two patterns of glass knobs. 

The Colonial design, designated as 
Jefferson, with its simple lines and grace- 
ful curves, harmonizes with the well-de- 
signed trim and attractive decorations used 





is made in 


both 


homes. It 
with 


in modern 
bronze and _ steel 





with stocks well 


brass, 
metal and | 


TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 
$14.50 box, and roofing tin, IC, 20 x 
28, 8 Ib. coating, $15.50 box, net. 


WIRE.—Wire in both fence and con- 
struction lines is selling well. Prices 
are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Galvanized cattle barbed wire, $3.17 
per S80-rod spool; galvanized hog 
barbed wire, $3.39 per 80-rod spool; 
painted cattle barbed wire, $2.97 per 


80-rod_ spool, painted hog barbed 
wire, $3.18 per 80-rod spool. No. 9 


(base) smooth galvanized wire, $3.65 
ewt.; No. 9 (base), smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Demand is good, and 
stocks are kept well assorted. Prices 
are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


12 x 12 mesh black, $1.80, and 12 
x 12 mesh aluminum finish, $2.20 per 


100 sq. ft., net. 
WHEELBARROWS.—Demand for con- 
struction purposes is good, with still 
a fair demand from domestic sources. 
Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. TWIN CITIES: 

Queen 8B, barrel type tray, fully 
bolted wheelbarrows, $42.50, nnd 

Meteor, fully bolted, barrel type tray, 

$34.50 doz., net. No. 2T tubular bar- 

rows, $7.33; No. 16, Gopher garden, 


$4; No. 10, American garden, $6.25 
each, net. 


WRENCHES.—Call for 
showing a good volume. 
not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 


base, 


wrenches _ is 
Prices have 






Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 pel 
cent; engineers’ wrenches, 5 


) 
cent, and Trimo pipe wrenches, 65 per 








| glass knobs and can be 


cent from list. 3emis & Call long 
sleeve nut, 10 in., $1.70; 12 in., $2.06; 
15 in., $2.75 each, net. 

Snap-on Wrenches.—Radio and elec- 
trical sets in metal cases, $2.75; No 
101, Master Service Set, $13.75; No 
202, Heavy Duty Set, $3.80; No. 404, 
Flexible Socket Set, $8: No. 608, 
Crankecase Drain Plug Socket, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1817, Giant “Snap-on” with extra 
heavy duty ratchet, $27.35 list, less 


3314 per cent discount 


supplied in five 
finishes. 

Stockbridge design 
vanced, modern trend in 
pleasing in its simplicity, 
form and practical in its 


follows the ad- 
design. It ts 
attractive in its 
‘application and 
use. 

This design is made in bronze and brass, 
in seven finishes, including “rustproot 
iron” finish, with metal and glass knobs. 
It is also made in steel with two 
of steel knobs, furnished in four finishes. 
Sets for inside doors, French doors and 
bathroom doors are listed. 


styles 


Why Not the Little Man, Too? 


dealer sells the head of 
the housekeeper buys 


The hardware 
the house a hammer ; 
a toaster, but are you of service to the 
whole family? What of the Little Man 
and the Little Lady? An electric train 
or flying game, a or a doll are 
popular and standard items, appealing to 
both boy and girl. Toys are the 
children, so why not carry a complete line 
of tools? 


scooter 


tools of 





an anes 
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Cleveland Reports Hardware Business 
in Fair Volume—Prices Are Firm 


(Cleveland office of HARDWARE AGE) 

CLEVELAND, July 9.—Hardware business is keeping up to its re- 
cent fair volume. Jobbers sales in June were virtually the same 
in volume as during the previous month and in May last year. While 
there are very few price changes competition is very keen among 
both manufacturers and jobbers and some of the latter complain 
that the margin of profit is growing smaller. The late season and 
bad weather have retarded sales of many seasonal lines. Manufac- 
turers’ prices on wire products announced for the third quarter indi- 
cate that there will be no change in jobbers’ prices on nails through 
the quarter. 

While the reduction in automobile tires and tubes has stimulated 
sales to some extent, the increase is less than was expected. Can- 
ning equipment, including fruit jars, cold pack equipment and cook- 
ers has commenced to move in fair volume, although sales of these 
lines are expected to be somewhat restricted because reports from 
most sections indicate a poor fruit crop this year. Fishing tackle 
is moving well and jobbers have commenced to ship shells and guns 
for the fall trade. 














BATTERIES.—The demand is holding 


| up well for this time of the year. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 


bs and C radio batteries. 


Unit Broken 

Packages Lots 

OS Ser ee $1.14 $1.22 
Sree ee 1.30 1.40 
Re: See eee 1.92 2.06 
et | Se eee ree 2.33 2.53 
ee SER A 2.80 3.00 
a ere eee 3.33 3.58 


Dry Cell, A_ batteries, No. 7111, 
35%%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages, 36c. in broken lots. 


BUILDERS HARDWARE.—Sales 
| have increased somewhat, but the de- 
| mand the entire season has been some- 
| what below normal, as building work 





| 


has been restricted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock sets, $5.25 per doz.; 
heavy strap hinges, 6 in., $1.45 per 
doz.; 8 in., $2.38 per doz.; extra heavy 
T hinges, 6 in., $1.73 per doz.; 8 in., 
$2.80 per doz. 

Butts, case lots, 3 in., 16% cents 

per pair; 3% in., 17 cents per pair; 
4 in., 23 cents per pair; for less than 
case lots all sizes are 1 to 2 cents per 
pair higher, Butts with sand blasted 
finish are 4 cents per pair higher. 

Ornamental hinges, standard fin- 
ish, $1 per doz.; nickel finish, $1.25 
per doz.; sand blasted finish, $1.20 
per doz. 

CONDUIT.—A price advance of $1 a 
1000 ft. to $26.50 per 1000 ft. has been 
made on Romex flexible non-metallic 
conduit and an advance of about 5 per 
cent on B X or armored flexible metal- 
lic conduit. 

CORRUGATED ROOFING.—Sales are 


| very good. Prices are unchanged. 





AUTOMOBILE TIRES AND ACCES- | 3!x5 3) BAB Rely 365 
35x! 23.3 31.85 ly 3. 
SORIES.—The recent price reduction 37x "88.05 7 ply 130 
on tires and tubes has stimulated sales. aa =< 2 ply - 
~ . raX a. 4 Vv o.4 
Spark plugs are moving well and other 36x6 46.60 10 ad 5.85 
accessories are in fair demand. 34x7 60.15 10 ply 7.60 
38x7 ere 65.35 10 ply 8.25 
JOBBERS’ QUOTATIONS TO RE- | 36x8 Sous 85.35 12 ply 10.20 
TAILERS, F.O.B. CLEVELAND: 40x8 91.60 12 ply 11.05 
Mansfield Balloon Tires and Tubes. | JOBBERS’ QUOTATIONS TO RE- 
Heavy Heavy TAILERS, F.O.B. CLEVELAND: 
tegular Duty Duty We quote from jobbers’ stocks, 
Tires, Size 4 Ply 6 Ply Tubes f.o.b. Cleveland: Millers Falls, No. 
27x4.40-19 $7.60 aii $1.55 145 jacks, $3.75. Derf spark plugs, 
29x4.40-21 8.00 $9.75 1.65 96c. each for all sizes in lots of less 
30x4.50-21 8.90 11.35 1.75 than 50; Champion X spark plugs, 
28x4.75-19 9.65 seein 1.85 45c. each for less than 100, and 4le. 
29x4.75-20 10.05 ae 1.90 each for over 100; Champion regular, 
30x4.75-21 10.45 ace 1.95 53c. each for less than 100, all sizes; 
29x5.00-19 10.40 ee 1.95 50c. eac > over 100. 
a 4 4 +eH4 a Ly ) : each for over 1 
31x5.00~% 21 11.20 eee 2.05 AXES.—Orders for fall shipment have 
32 12.35 2.10 : 7, 
11:70 205 improved. 
12.15 2.10 JOBBERS’ QUOTATIONS TO RE- 
12.50 14.60 2.25 TAILERS, F.O.B. CLEVELAND: 
12.90 15.10 2.45 First grade single bitted, rustless, 
13.30 15.50 2.60 black finished handled axes, $19.50 
.* 16.45 EM base per doz.; unhandled, $15.50 per 
16.60 2.00 doz.; double bitted, handled $24.50 
17.10 pet per doz.; double bitted, unhandled, 
17.40 4 ~ $20 per doz.; 60c. increases for dozen 
gtd 990 lots weighing 42 to 48 lb. and similar 
18.75 re advance for each 6 Ib. additional 
Les get weight increase. 
oV.le -. 
20.60 2.99 | BOLTS AND NUTS.—The demand 
« ° 2J.80 o. . . . . 
33x6.50-21 21.50 210 continues quite satisfactory. Prices 
30x6.7 18 21.35 3.15 are firm. 
32x6. cana 22.50 3.50 
3x6. 75 3.34 Seine 23.30 3.55 JOBBERS’ QUOTATIONS TO RE- 
34x7. 30-20 31.95 3.85 TAILERS, F.O.B. CLEVELAND: 
Mansfield High Senemins Tires and Jobbers quote f.o.b. Cleveland for 
Tubes: less than case lots of one size with 
-——Cord Casings—— Heavy an extra 10 per cent for full case lots. 
Heavy Truck Duty Machine and _  earriage bolts, cut 
Size Duty --——-- Tubes thread, oe pressed and cold punched 
“ 4 P nuts and lag screws at 60 per cent off 
ae Cl tee we list. Bolts with rolled thread, 60 and 
30x316 me at ete ; 10 per cent off list. Stove bolts. 75 
Wetra size 7:25 1.40 and 10 per cent off list. Semi-finished 
30x3% S.S 9.10 ; 140 nuts in bulk, 60 per cent off list; 54 
32x31, fide "10.30 1:70 per cent for packages. 
son 0 33) | BINDER TWINE.—S 
32x4 12.10 290 NE.—Some late season 
— 1H = orders are still coming in. 
34x 3.3 2.45 
32x44 15.95 2 60 JOBBERS’ QUOTATIONS TO RE.- 
33x414 16.60 27 TAILERS, F.O.B. CLEVELAND: 
34x4% 17.15 2.80 Standard binder twine, f.o.b. Chi- 
35x4% 18.30 3.00 cago and North Plymouth, Mass., 
36x41 18.90 3.10 $5.50 per bale; f.o.b. Cleveland, $5.62 
30x5 wen 3.25 per bale; Competition twine is 37% 
33x5 21.70 28 ‘95 8 ply 3.55 cents lower. 


| 
| 
| 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

28-gage corrugated roofing at $4.01 
for 1% in., and $3.97 for 2% in. per 
square, f.o.b. Pittsburgh, for ten 
squares or more. 


GAME TRAPS.—These are still quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Victor traps, No. 0, $1. 10 per doz.; 
No. 1, $1.38 per doz.: No. 1%, $2.44 
per doz.; Oneida jump, No. 0, $1.59 
per doz.; No. 1, $1.83 per doz.: No. 
1%, $2.81 per doz, 
GLASS BAKING WARE.—Salesmen 
for jobbing houses are starting to so- 
licit fall orders. Recent demand has 
been about normal. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, CLEVELAND: 
Casseroles.—Round or oval, 1 4qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 
35ec. higher. 
Pie Plates.—8 in., 50c.; 9 in., 6lc.; 
10 in., 67e. 
Bread Pans.—No. 212, 60c.; No. 214, 


Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots. or cups, $1.67; 4 cups, $2; 
6 cups, $2.3 


| HOSE REELS.—These are still an ac- 


tive item. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
No, 2 Donley Alsteel hose reels at 
$1.60 “each. 
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HOUSEHOLD CLEANERS.—The de-| per 100 lb. for plain bright hard fence | 


mand is rather slow. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 


Presto pipe opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 per 
doz.; Presto tile and porcelain clean- 
er, $1.20 per doz.; Presto vegetable 
oil soap, $2.60 per doz.; Presto Met- 
L-Shyn, $3.60 per doz.; Presto Sil- 
vershyn, $1.80 per doz.; Presto water- 
less cleaner, 2 pt. cans, $5.40 per doz.; 
5 pt. cans, $9 per doz.; Presto win- 
dow cleaner, 6 0z., $3.60 per doz.; 
12 oz., $5.40 per doz.; Presto Lustre 
Furniture Polish, 6 oz., $2.60 per doz.; 
12 oz., $4.32 per doz.; 16 oz., $5.40 per 
doz.; Presto dry cleaner, $3.60 per 
doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 lb. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
eans, $2.15 per doz.; gross lots, $2 
per doz, 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per at. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen, 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a car- 
ton, $4.50 per doz. 

Hercules boiler liquid, quart cans, 
$2 each, 


ICE CREAM FREEZERS.—Sales so 
far this season have been rather light. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 

Or factory with freight allowed to 
destination on 12 or more as follows: 

White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 
subject to discounts of 55 and 7% 
per cent. 

Acme, 2 qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


LAWN HOSE.—The demand is mod- 
erate, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, CLEVELAND: 


2-braid molded, uncoupled hose, % 
in., 7% cents per ft.; 5% in., 8% cents 
per ft.; % in., 9% cents per ft.; 
coupled hose is 4 cent per ft. higher. 


LEAD PRODUCTS.—A 5 per cent ad- 
vance has been made on lead products. 
New prices are: 

Calking lead, 8.25 cents per lb.; pig 


lead, 8.50 cents per lb.; sheet lead, 9 
cents per lb.; lead pipe, 0.50 cents per 
», 


NAILS AND WIRE.—Prices on wire 
Products for the third quarter have 
been issued by the leading producer. 
These prices are $2.55 per keg for wire 
nails and cement-coated nails; $3 per 
keg for polished staples; $3.25 per keg 
for galvanized staples; $2.95 per 100 lb. 
for barbed wire in catch weight reels; 


per keg of 100 lb. 


OIL AND GASOLINE STOVES.—Gas 
stoves are moving quite well and oil 
stoves are in fair demand. 


PAINTERS’ SUPPLIES.—The rush of | 
the house painting season is over and 
this is reflected in a decreased demand 
for painters’ supplies. 


POULTRY 
CLOTH.—Wire cloth 
Sales of copper wire cloth this year 
have been larger than heretofore. 





$3.25 for the same galvanized and $2.40 


| wire. These prices are to jobbers f.o.b. | 
Cleveland and Pittsburgh. Carload lots | 
to the retail trade are 10 cents higher | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


Nails, factory shipment, car lots, 
2.65 per keg; less than car lots, 
$2.80 per keg; stock shipment, $2.85 
per keg; No. 9 galvanized wire, $3.30 
per 100 lb.; No. 9 annealed wire, $2.85 
per 100 Ib.; polished fence staples, 
$3.30 per 100 Ilb.; galvanized fence 
staples, $3.55 per 100 Ib. 

Barbed Wire.—Barbed wire, stock 
shipment, Lyman, 4 point, $3.08 
80-rod spool. Hog wire, $: 
80-rod spool. 






JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


Perfection oil stoves, full white 
porcelain enamel with built-in oven, 
Superfex burners, $140; full white 
porcelain enamel with built-in oven, 
double wall burners, $120; japan fin- 
ish stoves, $28.50, $22.50 and $17.50. 
Puritan oil stove, full white porcelain 








enamel with short drum _ Puritan 
burners, $122; japan finish stoves, 
$28.50, $$22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 


enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, 2.70; and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2 burner gasoline 
without high shelf, $23; same, 3 
burner, $28; same, 4 burner, $33; 4 
burner range, $65; 5 burner range, | 
$70; high shelves for regular gasoline | 
stoves, 2 burner, $5.25; 3 burner, 
$6.50; 4 burner, $8; dealers’ discount, 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 330, 
$34.50; No. 324, $39; No. 325, $45; No. 
328, $72; No. 322, range, $114. 
prices are subject to a 8314 per cent 
discount. | 

New process, wick oil cook stoves, | 
No. 465, 5 burner, $78; No. 505, 5 
burner, $81; other models with plain 
gray backshelf; No. 742, 2. burner, 
$23.45; No. 743, 3 burner, $30; No. 
744, 4 burner, $38; No. 745, 4 burner, 
$40.50; No. 782, 2 burner, $26.20; 
No. 783, 3 burner, $33.40; No. 785, 
4 burner, $45.10. These prices, sub- 
ject to a discount of 33% per cent, 
are for delivery in the central district. 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Turpentine in bbls., 68 cents per 
gal.; less than bbl., 73 cents per gal. 

Linseed oil in bbls., 90 c. per gal., 
less than bbl., $1.05 per gal. 

White lead in 100-lb, kegs, 13%c. 
per lb.; in 50 and 25-lb. kegs, 14c. per 
Ib.; in 12%-lb kegs, 14%c. per Ib. 
Quantity discounts, 500 Ib. to 1 ton, 
10 per cent. One ton or more, 10 per 
cent and 4 per cent. 

Inameling lacquers, $1.20 to $1.65 
per qt. 


AND WIRE 
is still active. 


NETTING 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 


| 
| 
| 
| 
12-mesh black wire cloth, $1.75 per | 
100 sq. ft.; 12-mesh galvanized, $2.10 | 
per 100 sq. ft.; 14-mesh galvanized, | 


$2.50 per 100 sq. ft.; 16-mesh, $2.85 


SHEETS.— These are not 
| much life. 


WOOD SCREWS.—The demand is fa 


' 


| on 
st 


per 100 sq. ft.; bronze, 14-mesh, $5.55 
per 100 sq. ft.; rolls, 50 ft. rolls, 10¢ 
additional. Poultry netting, galvan- 
ized after weaving, 50 and 10 to 5), 
10 and 5 per cent off list; galvanized 
before weaving, 50, 10 and 10 to 50, 
10, 10 and 5 per cent off list, 


PREPARED ROOFING. — This has 
| been quiet since the recent price ad- 
vance. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Popular grades: Light, $1.13 per 
roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll, 


per | RADIO EQUIPMENT.—The demand is 
| about normal for this time of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

CX No. 112, $3; CX No. 326, $2.50; 
C No. 327, $5; CX No. 380, $4.50; CX 
No. 371A, $3. 

Phileco 6-180-volt, AB-686, socket 
power units, $33; AB-386, $39; AB- 
382, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, AB-463, 
$27. AB-423, $30; 6-volt A_ socket 
power units, A-603, $16.50; B socket 
units, B-86, $21; B-603, $16.50; Philco 
trickle charger TC-60, $6. 


ROPE.—Rope continues to move well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 21% 
cents per lb. for factory shipment 
and 22 cents per Ib. for stock ship- 
ment; sisal rope, 16 cents per Ib. for 
factory shipment and 16% cents for 
shipment from stock. 


SCREEN DOORS AND WINDOWS.— 
Jobbers have done a good season’s busi- 
ness. 


The demand is now falling off. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Continental line, No, 288 doors, 2.8 
ft. x 6.8 ft., $23 per doz.; 2.10 x 6.10, 
$24 per doz.; No. 315 G-12, 2.8 x 6.8 
ft., $31.65 per doz.; 2.10 x 6.10, $32.65 
per doz.; windows, No. 1233, $3.15 per 
doz.; No. 1833, $4.15 per doz.; No 
2433, $4.90 per doz. 


showing 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
24-gage galvanized sheets at $4.45 
per 100 Ib. 


. 


SPRAYERS.—The demand has picked 
up recently. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

1 pt., tin sprayers, $3.15 per dozen; 
1 qt., tin, $3.50 per doz.; 1 qt., gal- 
vanized, $4.25 per doz.; 1 qt., mason 
jar, $5 per doz.; 1 qt., continuous, 
$6.50 per doz.; No. 327%, Little Giant, 
$3.10 per doz.; 4 qt., compressed air, 
$4 per dozen. 


WEATHER STRIPPING.—Most of the 
fall business is in. 
ders show a decline. 


Consequently or- 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Home Comfort weatherstripping in 
eartons and in 500-ft. reels with reel, 
3% cents per ft.; Airseal, 500-ft 
spools, 2 cents per ft. 


r. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Flat head bright screws, 60 per 
cent off list; round head, blued, 50 
per cent off list; flat head, japanned, 
40 and 5 per cent off list; round head, 
nickel on steel, 27% and 10 per cent 
off list; flat head, brass, 50 per cent 
off list: round head, brass, 40 and 10 
per cent off list. 





_ 





Rr oes) elie ters hg atime x 


es 








56 


HARDWARE AGE for JULY 12, 1928 





New York Credit Situation More Favorable— 
Few Price Changes—Rain Affects Trade 


NEW YoRK, July 10.—Rainy weather has not helped the general 
retail hardware business in this territory, but wholesale trade ap- 
pears on a par with reports of last year. It is interesting to note 
that available information on the first six months of 1928 shows the 
average jobber in this territory close to the volume of the same pe- 
riod in 1927. There appears to be no accurate guide on the same 
comparison among the retailers of this section but those who have 
expressed themselves on this subject tell about the same story with 
one or two reporting a slight improvement for 1928. 

There are no important price changes announced in this market. 
Wholesalers serving this territory state that the local credit situa- 
tion is very much more favorable than it has been at any time since 


Jan. 1. 
district is about the same. 


BATTERIES.—Demand is normal with 
prices the same and stocks satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Dry cells, No. 6, ignition type, 
32%4c.; No. 7111, same type, 354. 
each. 

Hercules, No. 6, ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type 
No. 770, $3 each; in units of 5, $250 
each. Layerbilt No. 486, $3.59 each; 
units of 5, $3.33; New Layerbilt, No. 
bans $2.53 each, in units of 5, $2.33 
eac 


BOLTS AND NUTS.—Demand is mod- 
erate. Prices are the same and stocks 
ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Carriage bolts, 55 off list. Cast 
bolts, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
— cent off list; 1% to 14%, 30 off 
ist. 

Coach screws, 55 off list. Cast 
bolts, 60 per cent off list. Step bolts, 
50 per cent off list. 


BUTTS.—Steady, though not heavy, 
sale reported. Jobbers continue to 
quote 3% by 3% steel butts at 19 cents 
per pair for less than case lots and at 
18% cents per pair for case lots. 


CARPET SWEEPERS.—Sale very 
good. Has been quite active for sev- 
eral weeks. Stocks are adequate. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Carpet sweepers, Standard, $3 each; 
Universal japanned, $3.50 each: Uni- 
versal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each: 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 


CLOCKS.—There appears to be a very 
active sale for small sized clocks, suit- 


Building is reported slightly off, but employment for this 


| able for traveling and for summer 
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| homes. Auto clocks have been very ac- 
tive also. Prices are the same and 
stocks ample. 


JOBBERS’ QUOTATIONS a RE- 
TAILERS, F.O.B. NEW YORK: 

Alarm clocks, Big Ben, ket same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 
prices; Ben Hur, $1.76; same lumi- 
nous, $2.46. 

Blue Bird, luminous dial, $1.76; 
Blue Bird, $1.22; Sleepmeter, $1.40; 
Sleepmeter, _——— dial, $2.10; 
American, $1.0 

Auto cloc ks, Weste lox, plain, $1.76; 
same luminous, $2.46. 

Baby Ben De Luxe color assort- 
ment of three clocks, one each, Rose, 
Blue and Green at $7.92. Display 
stand included with each assortment. 


FANS.—Warmer weather has stimu- 
lated an active demand for electric 
fans. Prices are uniform and stocks 
appear adequate. + 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Electric fans, 8 inch size, non-os- 
cillating, A.C.. $5.60 to $6.00; same 
universal, $5.60; same, 10 inch size, 
for A.C., $8.00 to $8.60. 

Oscillating fans, 10 inch size, A.C., 
$12.40; for universal, $14.40; Oscillat- 
ing fans, 12 inch, A.C. or D.C 
$24.00; same, 16 inch, $28.00. Prices 
are each for 1 to 9 fans. 

Competitive grade electric fans, 8 
inch, $3.15 each; lots of 10 in a case, 
$3.00 each; same, 9 inch, $3.85 each, 
and in lots of six to a case, $3.67 
each; same, 10 inch, $4.90 each, and 
in lots of six to a case $4.67 each. 
These are all non- oscillating fans. 
Same grade, 10 inch oscillating, $7.00 
each, and in lots of six to a case, 
$6.67 each. 


FREEZERS, ICE CREAM.—On the 
warm days, retail sales have been very 
good with result that wholesale demand 
has followed. Aggregate business on 
this class of goods has been quite sat- 
isfactory. Prices are not expected to 
change. Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Acme freezers, 2 qt. bright, gal- 
vanized tapered, $8 per doz.; same 
enameled galvanized, $10 per doz.; 4 
qt., enameled-galvanized, $18 per doz., 





and pint size, Junior enameled, $4.80 
per doz. 

Arctic freezers, 1 qt., $2; 2 qt., 
$2.30; 3 qt., $2.78; 4 qt., $3.44; 6 qt., 
$4.30; 8 qt., $5.55; 10 qt., $7.40; and 12 
qt., $8.33. Prices are each and NET. 

Auto vacuum freezers, No. 1, $2.33; 
No. 2, $2.67; No. 3, $3.33; and No. 4, 
$4. Prices are each and NET. 

Gasco Effortless freezers, $2.67 each. 

Everybody’s vacuum freezer, 1 pt., 
$3.50; 1 qt., $4.50; 2 qt., $6; 3 qt., $7; 
and 4 qt., $8. These are LIST prices, 
per each, and are subject to a deal- 
ers’ discount of 30 per cent. The 
Icverybody’s freezer is gray enameled. 

» reer freezers, cottage special, 

$1.50 each NET. 

wv hite Mountain freezers, 1 at., 
$2.43; 2 qt., $2.83; 3 at., $3.38; 4 qt., 
$4.13: 6 qt., $5.23; 8 qt., $6.75; 10 at.. 
$9; 13 at., $10.78; 15 Mw "$12.80; 20 at., 
$16.80. Prices are each and NET. 





FRUIT PRESSES.—Demand is fairly 
good at present time and should in- 
crease rapidly. Prices are not expected 
to change. Stocks appear adequate. 


JOBBERS’ OTA re TO RE- 
TAILERS, F.0.B. NEW YORK: 

Fruit presses, plain hinged tub, No. 
0, $6.00; No. 21, $7.50; No. 22, $8.50: 
No. 22%, $10. 50: No. 23. $13.50, and 
No. 24, $18.00. Prices are each. 

Ratchet type fruit presses, No. 5A, 
$10.50; No. 5, $13.50; No. 3A, $18.75: 
No. 3, $24.00; No. 2B, $27.75, and No. 
2A, $33.7 75. Prices are each. 

Juicy fruit presses for home use, 3 
qt., $3.60; 6 qt., $4.50; 12 qt., $6.20. 
Prices are each. 

Fruit crushers, No. 14, plain type. 
$5.25; No. 11, wheel crusher, $7.13; No. 
8, wheel crusher, $9.00; No. 30, galv. 
plain crusher, $6.25; No. 20, galv. 
erusher, $10.00, and No. 25, wheel 
fruit crusher, $11.25. Prices are each. 


NAILS.—Normal sale with prices the 
same. Stocks are adequate. 


JOBBERS’ QUOTATIONS RE- 
TAILERS, F.0.B. NEW YOR 

Common wire nails, ake. 4d, 
$4.25 per keg; 6d, $4 per keg; 8d, 
$3.85 per keg; 10d, $3.75 per keg. 
Common wire nails, galvanized, 44d, 
$6.75 per keg; 6d, $6.50 per keg; 8d, 
$6.35 per keg, and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4. 16 per keg, and &d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; Sd, $4.10 per keg, and 10d, 
$4 per keg. "Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg: 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 


OIL COOK STOVES.—Continued ac- 
tive demand with prices the same. 
There appear to be no shortages among 
local jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Perfection oil cook stoves, No. 339 
full white porcelain enamel, 4 stand- 
ard. 1 Giant Superflex burner, built- 
in oven with white cabinet, $140; No. 
74, satin-black finish, 4 cobalt porce- 
lain burners, $28.50 for stove only, 
with white cabinet, $41.50; with black 
cabinet, $36.50; same with 3 burners, 
$22.50, $33 and $29; same with 2 burn- 
ers, $17.50 for stove alone and with 
black cabinet, $22.75. 

These are list prices subject to 4 
discount of 30 and 5 in lots of 10 or 
more and for lots of less than 10, 30 
per cent off list. 

Nesco oil cook stoves, No. 500, $56; 
No. 400-L, $38.50; No. 400-R, $38.50; 
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The Remington Weekly Letter 


A Message from Australia 
We Are Advertis’d by Our Loving Friends 




















Shakespeare—King Henry VI, 








Sydney, N.S. W. 
“It affords me very much pleasure to 
write your firm my opinion and congrat- 
ulations, also thanks, for introducing to 
my notice such a wonderful invention as 
the Remington KLEANBORE cartridge. I 
must certainly admit I was very sceptical 
at first when using it, thinking it was 
‘boosted’ as most of the new brands are. 
But after using same for a period of 
seven (7) months I am now in a position 
to be able to congratulate the Remington 
Arms Co. and yourselves for being the 
means of conferring on myself and other 
shooters such a boon. _ 
“Previous to using this Remington 
KLEANBORE eartridge exclusively I 
could not get a Browning F. N. Automatic 
rifle to last any longer than from ten to 
twelve weeks in my gallery. Although the 
rifles were as good in some respects as 
when they left the factory, they were so 
much pitted in the chamber that the ex- 
tractors could not draw the empty shells, 
therefore these rifles became _ useless 
to me. 


Scene III, Act V 
“Remington KLEANBORE ammunition I 


find the most accurate of any brand I have 
used. Personally, I have scored a much 
greater number of Bulls Eyes with this 
cartridge in both .22 calibre rifles and 
pistols than any other brand during the 
last fifteen years. 


“TI have been using Browning F. N. Auto- 
matic rifles with Remington KLEAN- 
BORE .22 calibre ammunition only, for 
the last seven months and they are in per- 
fect order and working every bit as well 
as when new. 


“With the old type of smokeless car- 
tridges, we had to leave the Stand at busy 
times every 20 minutes or so, to wash out 
the working parts of rifles with petrol. 
Now, we never clean our weapons until 
after closing up at night, and then only a 
run through is necessary. 


“Remington KLEANBORE cartridges do 
not make any more smoke than Smokeless 
to my way of thinking; they are just as 
powerful and more accurate than any 
other brand I know. As long as the Rem- 
ington Arms Company maintain the pres- 
ent standard, I will use no other brand.” 


(Signed) FRANK SAYERS, 
The Empire Shooting Saloon, 
465 Pitt Street, 
Sydney, N. S. W., 


Australia 


It’s the same story the world around, 
whether in Australia or in America. The 
dealer who wants metallic ammunition 
business can best get it with Remington 
Kleanbore Cartridges. 


A IVER, 


President 


We have had a number of requests for 
reprints of these Weekly Letters to be 
distributed to salesmen and others. We 
shall be glad to supply any of our cus- 
tomers with copies, upon request. 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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2-1102, with high shelf, $15.93; | Chieftain line, No. 400, for either 


No. 21 
No. 213-1103, with high shelf, $19.95; 
No. 214-1104, with high shelf, $25.20; 
Nesco ovens, No. 5, $1.50; No. 10, 
$2.63; No. 20, $3.15; and No. 301, $4.48. 
NESCO prices are NET. 

Coleman camp stoves, No. 2, $8.50, 
and No. 9, $6.25. Coleman Gipsy camp 
stove, $4.70. 

_Coleman Air-O-Gas stoves, No. 322, 
$76; No. 323, $17.60; No. 324, $26; No. 
HY. $30; No. 326, $16; No. 327, $19; 
328, $48; No. 329, $35; No. 330, 
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ROLLER SK ATES.—With sc h 00 ] Ss SCREWS.—Demand is normal, with 


closed, the demand for roller skates has | 
shown an _ interesting improvement. | 
Prices are the same. Stocks appear 
adequate. 





boys or girls, self-contained ball bear- 
ings, $1.45 per pair. 


| SASH CORD.—Demand is fair. Prices 
| given here are representative of local 
offerings. Stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Sash cord, Samson spot No. 8, 67c.; 
Aetna No. 8, 30%c.; and Phoenix No. 
8, 39'4e. 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands. 


| prices the same. Stocks are in good 
condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 











Window screens, Diamond E, all 
metal frame, with Opal galvanized 
wire cloth, No. 14 mesh, No. 1, $8; 
No. 2, $10; No. 3, $12; No. 4, $14; No. 
5, $12; No. 6, $14; No. 7, $16. 

Diamond E with Liberty golden 
bronze wire cloth, No. 16 mesh, No. 
11, $12; No. 12, $14; No. 13, $16; No. 
14, $18; No. 15, $16; No. 16, $18; No. 
17, $20. 

Diamond E prices are net per doz. 

Liberty Brand, all metal screens, 
galvanized wire cloth, No. 14 mesh, 
No. 21, $6.80; No. 23, $9.20; No. 24, 
$10; No. 26, $10.80; No. 27, $12. 

Liberty Brand with bronze wire 
cloth, No. 16 mesh, No. 31, $10; No. 
33, $12.80; No. 34, $14; No. 36, $14.80; 
No. 37, $16. 

P Liberty Brand screens are net per 
oz. 


“Setfast” because 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Roller skates, extension, web heel 
and toe straps, plain steel rolls, 72c. 
per pair; same with toe clamps and 


web heel, 78c. per pair; same for 


boys, with self-contained ball bear- 
ing wheels, $1.42 per pair; for girls, 
$1.62 per pair. 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100; adjustment binding bolt 
nut, 65e. per 100, and toe clamps, 12: 
per pair. 


round head, iron, 


brass, 40-10-10. 


head, brass and 
off list. 





Wood screws, flat head, bright iron; 
50-10-10; round head, blue, 45-10-10; 


SCREENS.—Retail trade enjoying a 
steady sale, particularly on the warm, 
dry days. Prices are the same. Stocks 
| are reported as fatr. 


SPARKLET SYPHONS.—Holiday de- 
mand was very good last week. Steady 


nickel plated, 2714- sale reported with prices the same. 


10-10; flat head, Ivanized, 20-10-10; . * " 
flat head, brass, 45-10-10: round head, Should be a very active hot weather 
These discounts ap- 
ply to new standard screw lists. 
Machine screws, flat and round 


item. Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Sparklet syphons, No. 41, $4.25 each; 
in lots of six or more, $4 each. Spark- 
ers, 9 7/12c. each, packed in cartons 
of one doz. Sparklet syrups, 50c. per 
pt. bottle. 

Extra parts, pin washers, 15c. each: 
piercing pins, 15¢c. each; tubes and 
washers, 50c. each; tube washers, 


iron, 70 per cent 





JOBBERS’ QUOTATIONS TO RE- 15ec. each; head, complete, $2 each, 


TAILERS, F.O.B. 


Kitchen Kook Cut-Out Display 
American Gas Machine Co., Inc., Albert Lea, Minn., 


AMERICAN 


pry 





is offering to the trade a new cut-out Kitchen Kook 


Display. It meas- 
ures 20 in. wide 
by 30 in. high 
and is mounted 
on 80-point board 
with an easel 
back. Nine colors 
are reproduced by 
the new Byo- 
graph paint 
process. The dis- 
play is washable, 
and the company 
states that it will 
not fade from 
either sunlight or 
cleaning. 

This attractive 
cut-out, repro- 
duced on the left, 
ought to stimu- 
late sales wher- 
ever shown. 


The “Setfast” Expansive Bit 


The Greenlee Tool Co., Rockford, Ill., recently placed a new 


type of expansive bit on the market, which has been named the 








of a unique feature in its design which permits 
unusual speed in setting the cutter to size and locking it. 
The tool is very simple, consisting of only five parts: the body, 


NEW YORK: | and Sparker holders, 50c. each. 


two cutters, adjusting barrel, and eccentric pin. It has a wide, 
open throat for ready chip clearance. 

The cutter is locked securely in place by the action of the 
eccentric pin on which the adjusting barrel is mounted, causing 
pressure against the cutter. A quarter turn with a screw driver 
tightens or loosens the parts, and the cutter is set to size by 
turning the adjusting barrel with the thumb. 


The New Lionel “Bild-a-Loco” 
The Lionel Corp., 15 East 26th Street, New York City, is 
manufacturing the new Lionel “Bild-a-Loco,” an engine that 
can be taken apart and put together by any boy. The design is 





an engineering improvement over the “Bild-a-Loco” first intro- 

duced in 1919. With this new model and additional parts fur- 

nished, the boy can also construct the Lionel “Bild-a-Moto,” a 

powerful electric motor that will lift 20 times its own weight. 
“Bild-a-Loco” is packed in a strong box. 


Driver Salesmen 


Too often drivers are hired without thought as to 
their sales ability. Drive well, be prompt and honest, 
are in many cases the chief requisites. If the employer 
would think of the sales possibilities when he takes on 
a new delivery man and would pay him accordingly, it 
might be possible to stimulate many additional sales. 
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It Locks the Joints logether Permanently 


The R:-W 
LOCK JOINT 


TROLLEY TRACK 


Regardless of its length, your’ tightly that hangers operate 
trolley track can now be made — smoothly and trouble-free. 
practically a one-piece track,by — The R-W Lock Joint can be ob- 
using the R-W Lock Joint. tained only with trolley track 
A perfected product of Richards- — carrying the R-W trade mark. 
Wilcox, it locks the joints so Ask for it by name. 


ichards-Wilcox Mf¢. (0. 


“A Hanger for any Door that Slides.” 
New York AURORA, ILLINOIS, U.S.A. Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal RICHARDS -WILCOX CANADIAN CO.,LTD... LONDON, ONT Winnipeg 
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Prosperous Conditions Forecast in Missouri 
River District-—-Hardware in Demand 


(Kansas City Office of HARDWARP AGE) 


KANSAS CITY, July 10.—Though the big harvest is still on at full 
blast in the wheat belt, that new-wealth-producing activity does not 
wholly account for the decided improvement in the hardware trade. 
June was a better month than May and July is better than June. 
The long postponed demand for merchandise is at last registering. 

Not since the first of the year have actualities and prospects united 


to make a more attractive trade picture. 


However, erratic weather 


conditions conspired to cheat the hardware man out of his reasen- 


able expectations earlier. 


make it “bad”; still it wasn’t brisk enough to be “good.” 


Business did not slow down enough to 


Toward 


the end of the first half of 1928 volume had fallen just short of what 
it had been for the same period in 1927. The curve of merchandise 
movement for the first half year showed a dropping off of about 10 


per cent. 


But now at the opening of the second half there is abundant hope 
in the trade that the former slack will have soon been taken up and 
that by the end of the year 1928’s volume will be substantially ahead 


of 1927’s. 


There is plenty of sound basis for this expectation. 





Kansas alone will harvest a crop of | 
wheat which is not likely to fall short | jobbers puts the case this way: “If we 


of one hundred and fifty million bush- 


| 


els; it may go to one hundred and sixty- | 


five million and it is bringing a good 
price. 

Oklahoma, Texas, Colorado and 
other States of the Great Plains are 
also harvesting vast acreages of wheat, 
with the aid of about thirty thousand 
combines, or harvester-threshers. Most 
of these machines cost upward of two 
thousand dollars each. 

The wheat-grower of today is a good 
deal of a “big business man.” His 
equipment is expensive; at the same 
time, it is economical, for it saves the 
expense of a large army of transient 
labor which, thanks to the combine, is 
almost a negligible factor in the west- 


ern wheat belt this year, whereas in | 


former years it was a necessity. 

With a huge crop at his disposal, the 
western wheat-grower is likely to have 
more buying power this year than he 
has had for a long time. Moreover, it 
is believed that a larger share of his 
wheat income than usual will go to the 
merchant in 1928 than was the case last 
year when a heavy proportion of the 
wheat-grower’s money went to clear up 
his indebtedness at the bank. 

Now the banker has been paid off. 
To a great extent the farmer’s money 
this season is his own money. Trade 
observers believe that he will enter the 
market with a freeer hand this year 
than he has had since 1920. 

Even in the credit departments of 
the wholesale hardware houses an in- 
creasing number of optimists can be 
found. They are pleased with the way 
collections are coming in and with the 
great crop of wheat, to be sold at a 
good price, now flowing into the market. 





One of the Missouri River hardware 


are permitted to have a normal politi- 
cal campaign this year, I feel sure that 
1928 sales will exceed those for 1927. 
Exciting campaigns are distracting. A 
parade could go by this house and spoil 
our work for the rest of the day. That 
is the way I feel about the effect of 
political campaigns. 
more than a normal degree of excite- 
ment, business is bound to be good, for 
the territory’s buying power is as- 
sured.” 

July brought with it some hot 
weather, the first real summer tempera- 
tures that the Southwest has had this 
year. The thermometer has played 
around in the nineties and stimulated 
the demand for hot-weather goods. 

Electric fans particularly are in 
brisk demand. Because of wet ground, 
more horses are being used in the 
wheat harvest than usual. This cir- 
cumstance gave rise to a_ lively 
eleventh-hour demand for flynets, horse 
covers, strap work, etc. 


ALCOHOL.—Volume continues to hold 
up on futures. The market still shows 
some uncertainty as to price. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Denatured alcohol, 188 proof, for- 
mula 5, in 55-gal. drums, $0.61 per 
gal.; in lots of 5 to 9 drums, $0.59 per 
gal.; 10 to 19 drums, $0.57 per gal.;: 
in lots of 20 or more drums, $0.56 per 
gal.; $6 charge for drums, subject to 
credit on return. 


ALL-STEEL HOSE REEL.—Abund- 
ance of moisture has reduced demand 
to minimum. No change in prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS. 
Donley all-steel, No. 2, $1.70 each. 


If we have no | 


| AXES.—No considerable volume has 
| developed as yet. Prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 


| First quality, single-bitted, unhan- 


dled axes, 3 to 4 Ib., $14.50 base; han- 
dled, $18.75 to $20.50, base. 


BALE TIES.—Alfalfa and other hays 
are yielding a fair crop and the call for 
bale ties is good. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TA at F.0.B. MISSOURI RIVER 
CROSSINGS. 

Fourteen gage, 8% ft., $1.39: 9 ft., 
$1.46; 15 gage, 7% ft.,° $1.0 of S tt., 
zi: 14; 8% ft., $1.21; 9 ft., Pty 9% 

$1. 34; 151% gage, - ft., 
$1. 06; Me * gage, “ie « 
$0.88; 8 ft., 90°92: “ey ne $0.97. 
BUILDERS’ HARDWARE.— Business 
in this line is still subnormal. Prices 
firm. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Case lots of 2% x 2% steel butts, 
old copper and dull brass finish, $19.25 
a hundred pair; 3% x 3%, $20 a hun- 
dred pair; 4 x 4, $27 a hundred pair; 
heavy steel bevel inside sets, case 
lots, $6 per doz.; steel bit-keyed, front 
door sets, $18 per doz. sets; wrought 
bronze metal, $2.25 per set; cylinder 
front door sets, wrought bronze metal, 
$6.50 per set. 

CARRIAGE AND MACHNE BOLTS.— 
An excellent volume has been booked; 
the harvest demand this year was bet- 
ter than last. No price changes. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, ‘igceas MISSOURI RIVER 
CROSSINGS 

Small carriage rolled thread, 50-10- 
10-5 off list; small carriage cut thread, 
50-10-5 off list; large carriage cut 
thread, 50-10-5 off list; small machine 
rolled thread, 50-10-10-5 off list: small 
machine cut, 50-10-5 off. From list 
as of April 1, 1927. 

CHAIN.—Trade is falling off in con- 
formity with the season. Prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, tees MISSOURI RIVER 

CROSSINGS 

Proof coil. chain, % in., $8.50 per 
ewt.; No. 2-0 Tenso, 250 ft. reel lots, 
$6 per reel. 

COPPER RIVETS AND BURRS.—De- 
mand is good and market shows an 
uppish tendency. No new prices an- 
nounced as yet. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

40-10 per cent off list. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Only a normal volume of busi- 
ness. Prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS. 

28 gage, 5 in. lap joint eaves trough, 
$5 per 100 ft.; 28 gage, 3 in. conductor 
pipe, $5.40 per 100 ft. 


FIELD FENCING.—Good business on 
futures being booked. Prices are fairly 
firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS. 


$22.50 for 26-in. fence to $38.50 for 
9 top and bottom, 11 intermediate 
and 12 stay wire. 





Reading matter continued on page 62 
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For Quick Sales Action 
Stock Simonds Special 
Hand Saw Files 


An unusual and more efficient 
hand saw file for which a big 
demand has been made by 
carpenters throughout the 
country. They are writing in 
right along—any number of 
them—saying, ‘““Tell me what 
dealer sells the Simonds Spe- 
cial Hand Saw Files.” 


They are interested and want 
to buy this file. They know it 


serves them better for hand . 





saw filing than any other file 
made. 


Do you want this trade? 


Write us about this file and 
let us give you our dealers’ 
discounts and selling proposi- 
tion. 


The files are made in 514”, 6’ 
and 7’’ lengths—6’’ being the 
best seller. ORDER A FEW 
DOZEN FROM YOUR 
JOBBER. 








SIMONDS Saw ano Steet Co 


Hardware Department 


SIMONDS 


Fitchburg, Mass. 


Special 


FILE 


Hand Saw 
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FILES.—Demand is brisk, especially 
from Oklahoma where the “cotton- 
choppers” are using many files. No 
price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Nicholson, 50 per cent off list: job- 
bers’ brands in full packages, 60-5 off 
list. 

GALVANIZED WARE.—Volume holds 
up in rather remarkable fashion. 
Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Galvanized tubs, standard No. 0, 
$5.17 per doz.; No. 1, $6.44 per doz.; 
No. 2, $7.22 per doz.; No. 3, $8.46 per 
doz.; common galvanized pails, 8 qt., 
$2.08 per doz.; 10 qgt., $2.24 per doz, 

GARDEN HOSE.—Wet weather has re- 
tarded the movement of this item. De- 
mand is very sluggish. No _ price 
changes. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

$7.50 to $10.50 per 100 ft. 

GRAIN SCOOPS.—Harvest precipitates 
brisk demand, which had been slow to 
develop. Prices remain unaltered. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Light weight, full polished, split-D 
handle, No. 6, $12 per doz.; No. 8, $13; 
No. 10, $14; No. 12, $15; No. 14, $16. 

HAMMERS.—Retailers order reluc- 
tantly; summer stocks seem to be full. 
Prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 


First grade, 711% nail hammers, 
$12 per doz.; jobbers’ brands, $10.80 
to 11.40; competitive forged nail 


hammers, $6.50 to $8 per doz.; cast 
steel hammers, $3.60 per doz. 


HARNESS.—tTrade is “sloping off” 
after a brisk season. Current volume 
light. Late demand not so lively as 
early demand. There are indications of 
even higher prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS. 

Regular No. 1 quality, 134 in. traces, 
$70 per set; No. 2 quality, 1% in. 
traces, $58 per set; No. 3 quality, 
$53 per set. 


HARNESS HARDWARE.—Volume 
not at all heavy. Prices still firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

1 in. japanned buckles, $2.40 per 
zross; No. 200 XC snaps, 1 in., $6.55 
per gross; roller snaps, No. 85, $2.65 
to $3 per doz.; No. 47% XC bits, $1.50 
per doz. 


HATCHETS. — Little retail ordering 
now. Stocks on territory are reported 
full. No price changes. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS. 

Size 2 extra quality broad hatchets, 
$16.70 per doz.; competitive forged 
shingle hatchets, $6.50 per doz. 


HINGES. — Normal flow of orders. 
New prices continue to hold. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Heavy strap hinges in bundles, 4 
in., $1.13; 5 in., $1.48: 6 in., $1.90; 8 
in., $3.02; 10 in., $4.90 per doz. pair; 
extra heavy T hinges, in bundles, 4 
in., $1.55; 5 in., $1.92; 6 in., $2.27; 8 
in., $3.43. 


HORSE COLLARS.—Demand continues 


Ss 
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brisk. Harvest business heavy. No 
price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Full grain collar - leather collars, 
average 16% in. draft, $55 per doz. 

LAWN MOWERS.—Business in this 
line is now better than last year, al- | 
though early bookings were light. 
Former prices hold. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Hand lawn mowers, $6 to $30 each. 
MILD STEEL BARS.—Only a normal 
trade is registering. Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Bars, shapes and small angles, $3.56 
per cwt. base; structural sizes and 
shapes, $3.66 per cwt.; mild _ steel 
bands, 3/16 and lighter, $4.21 per cwt.; 
steel hoops, $4.66 per cwt.; reinforc- 
ing bars, $3.40 per ecwt.; cold rolled 
round shafting, $4.16 per cwt.; cold 
rolled square bars, $4.66 per cwt. 


NAILS.—Volume is fair and market 
tends to become firmer. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS. 


Common wire nails, $3.40 per keg, 
base (see new extras). 

OILS.—Fair volume of business. Prices 
unsteady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Raw linseed oil in bbl. lots, $0.88 
per gal.; boiled linseed oil in bbl. 
lots, $0.91 per gal.; raw linseed oil in 
half- bbl. lots, $0.93 per gal.; turpen- 
tine in bbl. lots, $0.73 per gal.; tur- 
pentine in half-bbl. lots, $0.78 per 
gal. 

POULTRY NETTING.—Trade is slow- 
ing down for the summer, after a 
heavy spring season. No price changes. 

JOBBERS’ ae eeu TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

50-10-5 per cent. 

ROPE. — Current business is_ light. 
Prices firm. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Highest quality Manild rope, stand- 

_ ard brands, 24c. per Ib., base; No. 2 
Manila, standard brands, 20%c. per 
pound; No. 2 sisal rope, highest qual- 
ity, standard brands, 19c. per Ib.; No. 

2 sisal rope, standard brands, l4c. to 


16%e. per Ib. 
SCREWS.—Demand is dull as is usual 
at this season. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Flat head bright screws, 50-20 per 
cent off list; round head blued screws, 
45-15 per cent off list; flat head brass 
screws, 45-15 per cent off list: round 
head brass screws, 40-15 per cent off 
list. 

SMOOTH WIRE.—Trade is normal for 
this time of the year and falling off 
somewhat. Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSING. . 

No. 9, $3.25 per cwt.; 
$3.40 per cwt. 

SOLE LEATHER.—Volume continues 
unusually good for this season. Prices 
strong with an upward pull. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSING. 

No. 1 sole leather strips, 98c.; light, 


annealed, 





No. 2, 80c. 
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STEEL SHEETS.— Trade continues 


light. Former prices hold. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS. 

28 gage galvanized flat, $5.50 per 
ewt.; 28 gage black flat, $4.75 per 
cwt.; corrugated iron, 28 gage gal- 
vanized, $4.60 per square; 26 gage gal- 
vanized corrugated, $5.10 per square; 
28 gage painted corrugated, $3.40 per 
sguare. 


STORAGE BATTERIES.—Little de- 
mand for units now. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS. 

Automobile, 6 volt, 11 plate, heavy, 
standard terminal, $9. 10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, ‘standard 
terminal, $7. 35; 6 volt, 13 plate, thin, 
for Ford and Chevrolet, $8.05. 


SWEAT PADS.—Trade is somewhat 
lighter. No new prices. 

JOBBER’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS. 

$4.25 per doz.; 20 in. base. 


TIRES.—Trade continues fairly good 
despite sharp drop on standard tires. 
New prices remain in effect. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 


Mansfield, automobile, covered by 
standard warranty, 30 x 3% qyersie. 
heavy duty cord, s.s., cl, $7.2 31 # 


4, $11.40; 32 A: 4, $12.10; 33 x r be 70; 
32 x 4%, $15 ; 33 x 4%, $16 60; 33 x 
», $21.7 Balloon, 29 x 4.40, Tegular, 


$21.70. 4. 
$8; 30 x 4.50, $8.90; 30 x 5.25, 72 
31 x 5.25, $12.90; 31 x 6.00, 17. $0: 
33 x 6.00, $18. Trucks, 32 x 4%, 
ply, $20.55; 33 x 4%, $21.30; 30 x 5, 
$26.20; 32 x g, $32.40; 36 x 6, 10 ply, 
$46.60; 34 x $60.15; 40 x 8, 12 ply, 
$91.60. (All | Fis prices subject 


to 5 per cent trade discount.) 


TUBES.—Hot weather in July brings 
better demand. Recent reduction still 
holds. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, 
er half doz.; 33 x 4, tan, $13.20 per 
alf doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz. Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.50 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2\%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


VENTILATORS.—New prices recently 
announced on Continental Screen Co.’s 
line continue to hold. They are: 


Continental ventilators, wong? 
frame, No. 833, $4.50 per doz.; No. 
837, $4.75 per doz.; No. 845, $5. 20 per 
doz.; No. 1137, $5.50 per doz.: No. 
1145, $6.30 per doz.; No. 1437, $7.30 
per doz.; No. 1445, $8.10 per doz. 
Continental ventilators, wood frame, 
No. V836, $3.60 per doz.; No. V923, 
— per doz.; No. V937, $4.50 per 
doz.; No. V949, $6.10 per doz.; No. 
V959, $6.75 per doz.; No. V1537, $5.85 
per doz.; No. V1549, $7.80 per doz. 


WIRE CLOTH.—Trade is picking up on 
this item. Volume has been slow to 
develop until recently. Prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
Black, 12 mesh, $1.85 per -100 sq. 
ft.; galvanized, 12 mesh, $2.05 per 100 
sq. ft.; galvanized, 14 mesh, $2.45 per 
100 sq. ft.; galvanized, 16 mesh, $2.80 
per 100 sq. ft 
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HE Nesco trade mark, upon the 

countless products of our fac- 
tories has, for many years, carried 
to millions of buyers and users, def 
inite assurance of high quality 
materials, service-giving construc- 
tion — full value! It is a selling 
asset to every dealer. 

Our nation wide jobber dis- 

tribution makes Nesco prod- 

ucts conveniently available 

to you. Specify Nesco. 


NATIONAL ENAMELING & STAMPING 
CO., 425 East Water Street, Milwaukee 














Rubbish Cans Wash Boilers 














Se 





aos 


© an 























HARDWARE AGE for JuLy 12, 1928 











Chicago Situation Is All That Could Be 


Expected at This Season of the Year 


CHICAGO, July 10.—At this time of the year, which is conceded to 
be vacation time, it is expected that there will be a seasonal lull in of 5, $1.92; No, 486, $3.58 each: paok 
most lines, but the analysis of business operations during the week 
fail to show very much of a recession. 
small quantities and buying is chiefly from hand to mouth. Battery Chargers.—Apco line, lots 
Prices on steel sheets declined $3 per ton in the Chicago district. 
Steel mill operations are curtailed around the Fourth of J uly holi- 
day, and some foundries are down for repairs. However, the out- 
look for orders for the last two weeks of July is good. 

Sales of the leading mail order houses just issued for the month 
of June show increases averaging from 32 per cent on one and 14 
per cent on the other. Sales for the month of June set new records. 
Building materials and builders’ hardware are in fair demand. 
Manufacturers of builders’ hardware have made no recent advance 
in prices. 


Collections are rather slow. 


Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; packages 


(Chicago office of HARDWARE AGE) 


ages of 5, $3.33; new No. 485 Layer- 
bilt wert awd than me aol _- 

j in i ages, , each; standard package 
Orders are coming in in ag dling 


of less than 10, $9.90 each. 
FILES.—The demand is good. Prices 
are firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 


American files, 60-10 per cent off 
list? Nicholson files, 50 per cent off 
list; Black Diamond files, 50 per cent 
off list. 


FISHING TACKLE.—The demand is 
very large. Factories report delays i 
shipment. ‘ 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 
Bronson No. 1800, $1.60 each: Chi- 
cago level winding reel, $2 each; 
Symploreel No. 752, $4.90 each. 
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AUTOMOBILE ACCESSORIES. — On | 
account of so many people taking their 

vacations at this time of the year, 

naturally, automobile accessories show 

an improvement, and the recent cut in 

the price of tires and tubes from 4 to 

17% per cent has produced a better 

volume of sales. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf, for Fords, 
50c each; regular, 58¢ each; Cham- 
pion X, 45c each; Champion Blue 
Box Line, 53ec each: A. C., 58¢ each; 
lots of 100, 50c each; A. C. Special 
Ford, 36c each. 

Spot Lights.—Appleton, No. 3280, 
$65.50 each. 

Chains.—Non-skid, dozen pair lots, 
35% discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% inch cylinder, 
$1.85 each. . 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty Cord, $5.45; heavy 
duty oversize, $7.25: 33 x 4 Liberty, 
$10.20; heavy duty, $12.10: tires, 
29 x 4.40, $8.00: 32 x 6.00 heavy duty, 
$17.40; tubes 30 x 3%, $1.40; balloon 
tire tubes, gray, 29 x 4.40, $1.65: 
32 x 6.00, $2.65. 


BASEBALL GOODS.—The demand for 
playground balls and bats is much 
heavier than in the previous season. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: ' 
Goldsmith Official League ball, 
15.00 per dozen; Louisville Slugger 
bat, $16.20 per dozen. 


BOLTS AND NUTS.—Sales continue 
to improve. Prices are steady. 


| 
| 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 per | 
cent discount; small carriage bolts, 
rolled thread, 60-10 per cent discount; 
machine bolts, cut thread, 60 per cent | 
discount; small machine bolts, rolled } 
tread, 60-10 per cent discount; all 
Stove bolts, 75-10 per cent discount; | 
lag screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—There has 
been no change in price since last week. 
The demand is not quite so heavy but 
is seasonal for this time of the year. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 


GALVANIZED WARE.—Order stimu- 
laters by the jobbers continue with the 
usual July prices. Tub and pail sales 
are very heavy. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. CHICAGO: 

Standard galvanized after made 
tubs, No. 1, $5.75: No. 2, $6.50; No. 3, 
$7.65; 10 qt. galvanized after made 
pails, $2; 12 qt., $2.25; 14 qt., $2.50; 

1 gal. all galvanized oil cans, special 
$2.35 doz.; 2 gal., $4 doz.; No. 3, 3 
8al., $5.75 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.25 doz.; No. 26 
ao % bu. galvanized measure, 
4.50. 


GARDEN HOSE. — Continued rains 
have slowed up sales. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. CHICAGO: 
Garden hose, good quality, molded 
hose, % in., 1l1c. per ft.; 12% ec. per 
ft.; 5 ply, good quality, wrapped, ™% 
in., 8c. per ft.; % in., 9%c. per ft. 
Lawn sprinuklers, Rain King, $28 a 
doz.; original fountain sprinklers, $6 
doz.; Rainbow, 38 in. high, $24 a doz. 


GLASS AND PUTTY.—Prices are the 
Same as last reported. The demand is 
enly fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


3% x 3% steel butts, old copper and 
dull brass finish, $2.16 per doz. pair, 
case lots; less quantities, $2.34 per 
doz. pair; 4 x 4 steel butts, old cop- 
per and dull brass finish, $3.00 per 
doz. pair, case lots: less quantities, 

- $3.12 per doz. pair: heavy steel bevel 
inside sets, $5.00 per doz. sets, case 
lots; steel bit-keyed front door sets, 
$1.45 per set; wrought brass, bit- 
keyed front door sets, $2.60 per set; 
cylinder front door sets, $6.00 per set. 


CHAINS.—Sales have improved. No 
change in price. : 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


%-in. proof cow chains, $8.50 per 
100 Ib. Tenesco Bull Dog and Brown 
coil chains, 50-10 per cent @iscount. 
No. 00-4% electric welded cow ties, 
$2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices are firm. Sales are only fair. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CHICAGO: 


Copper, rivets and burrs, 40-10-5 
per cent discount. 


EAVES TROUGH, PIPE, ETC. — | 
While sheet steel is lower, no price | 






changes have been made on these prod- 
ucts. The best selling season is about 


past. Single strength A, all brackets, 88 
, ss per cent discount; single strength RB. 
TAILERS Foe ONS, TO RE all brackets, 89-5 per cent discount: 


double strength A, all brackets, 8&8 
per cent discount; double Strength RB. 
all brackets, 89-5 per cent discount: 
putty, pure grade, $4.25 = 100 Ib.; 


28 gage single head lap joint gut- 
ter, 5 in., $4.50 per 100 ft.: corrugated 
conductor pipe, 3 in., gg 100 
ft. plain ridge roll, 1% in., $3.65 per ‘commercial, $3.5 0 
100 ft.: corrugated conductor elbows, A al, $3.50 per 100 Ib. 


3 in., $1.51 doz. HAMMERS AND HATCHETS.—Prices 
ELECTRICAL MERCHANDISE.—No are quite steady except for some devia- 
price changes have been made. Sales tions by manufacturers of lesser 
are reported good. brands. Sales volume is fair on the 


JOBBERS’ QUOTATIONS TO RE. high-grade goods and good on the me- 
TAILERS, F.0.B. CHICAGO: dium and cheaper grades. 


Electrical Merchandise.—No. 14 rub- 
ber covered wire, $6 per 1000 ft.: JOBBERS’ QUOTATIONS TO RE- 
in less than 1000 ft. lots, $6.50: No. TAILERS, F.O.B. CHICAGO: 

18 lamp cords, $11.25 per 1000 ft.; in Hammers.—First quality, 10 oz. 
1000 ft. lots, $10.50; % in. brush brass nail hammers, $12 doz.; Maydole, 
key sockets, 13c. each; lots of 25, $12.60 doz.; 16 oz. machinists’ ham- 
12%c. each: two-way plugs, 45c. mers, first quality, $9.20 doz.; com- 
each; in lots of 10, 40c. each: two. petitive grade, 16 oz. nail hammers. 


piece attachment plugs, 7%c. each: $6 to $8 doz. 

dry cells, boxes of 50, 32%c. each: Hatchets.—First quality hatchets, 

less than case lots, 36c. each. No. 2. shingling, $12.50 doz.; first 
Electrical Appliances.— Iron Hot quality hatchets, No. 2 broad, $16.40 


Point, $4.20; in lots of six, $3.90: * doz.; medium quality hatchets, No. 
Sunbeam, $5; lots of six, $4.75; Per- 2 shingling, $8 doz.: medium quality 
colator, Universal 9169, $16.65. hatchets, No. 2 broad, $12.50 doz. 
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A Sure Thing in Stocks 






IHIS stock business we’re talking 
MY} about has nothing to do with bulls 
and bears. All ¢his stock proposition 
has in common with the stock market is that 
you can make or lose plenty of jack in it— 
there’s a good deal of speculation about it. 


What stocks should or should not be carried 
in a hardware store is no 
easy matter to decide. Every 
so often you probably make 
up your mind there’s a lot 
of unnecessary stock in your 
store and then you read in 
a good trade paper why 
some fellow is a success— 
chiefly because he made a 
hit with his customers by 
carrying infrequently called 
for items. 











There’s a prosperous store 
in Cleveland that’s been do- 
ing business for over fifty 


Good Buildings Deserve Good Hardware 


he got the items down to 10,475. By 1926 they 
were down to 6,500—supplied by but 450 
manufacturers. Did it pay? Well, the Depart- 
ment of Commerce uses the case as a shining 
example of what can be done. 


There you are—take your choice. But get 
this point—it’s what we’ve been leading up to 
all along. The wholesaler 
bought from fewer manu- 
he confined his 








facturers, 
purchases. The Cleveland 
dealer does the same; this 
is what he says: “One of 
the best ways of guarding 
against the accumulation of 
unsaleable merchandise is 
not to duplicate item. in three 
or four different makes.” 


Getting down to builders’ 
hardware stocks only, you 
can cut down stock and still 
be in a position to supply 





years. The owner says his 


any need. It’s simple. Stock 








Corbin. 





builders’ hardware business 
is built on never failing to furnish complete 
hardware promptly in any of five different 
finishes. 


The store has a city-wide reputation for 
builders’ hardware, even though it’s miles 
from downtown Cleveland. And yet the boss 
hates dead merchandise like poison. 


On the other hand, here’s what a hardware 
wholesaler did. In 1919 he began to look into 
this stock matter with some misgivings. He 
was carrying 12,000 items bought from 700 
manufacturers. He found 71% of his sales were 
made on articles bought from only 62 manufac- 
turers. Then-he went to work at the problem in 
earnest. By 1923, without hurting his business, 


The woman who comes in for the tiny catch 
she couldn’t get down the street—you’ll have 
it— Good Hardware-Corbin. The carpenter 
who wants a couple of lock sets—you’ll have 
them—Good Hardware-Corbin. The architect 
or contractor who wants bids on the hardware 
needs of a whole new building—you can sell 
them, too, with Good Hardware—Corbin. 


Buy from a few manufacturers? Why, in 
builders’ hardware you don’t need to buy from 
more than one—P. & F. Corbin. Good Hard- 
ware—Corbin—comes in every item, for any 
builders’ hardware needs. All of it is well-made. 
All of it is fairly priced. All of it is nationally 
All Good Hardware-Corbin. 


known. 


F. CORBIN "5 S505 
s * 1849 CONNECTICUT 


The American Hardware Corporation, Successor 


New York 


Chicago 


Philadelphia 
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HANDLES, AGRICULTURAL.—Prices 
are unchanged. Very little improve- 


ment in sales is noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hay fork handles, straight, chucked 
and bored, X 4 ft., $2.40 per doz.; 4% 
t., $2.70 per doz.; XX 4 ft., $3.90 per 
doz.; 4% ft., $4.20 per doz.; ash fork 
handles, bent, chucked and_ bored, 
X 4 ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent 
with strap, ferrule and cap, X 4 ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.; 
XX 4 ft., $6.15 per doz.; 4% ft., $7.10 
per doz.; bent manure fork handles, 
plain, X 4 ft., $3.05 per doz.; 4% ft., 
$3.40 per doz.; XX 4 ft., $4.65 per 
doz.; 4% ft., $5 per doz.; bent manure 
fork handles, with strap, ferrule and 
cap, X 4% ft., $5.25 per doz.; XX 4 
ft., $6.65 per doz.; 4% ft., $7.10 per 
doz.; garden hoe handle, X 4% ft. 
$2.60 per doz.; XX 4% ft., vy 
doz.; rake handles, X 5% ft., $3.50 per 
doz.; XX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, X 4% ft. 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.; XXX, $8 per doz.; wood D 
spade handles, X, $4.90 per doz.; D 
shovel handles, X, I. D. L. top, $4.45 
per doz.; Sturd-E top, $4.50. 


HANDLES, HICKOR Y.—Many 
important manufacturers are support- 
ing the new standard gradings. Prices 
are firm, and the demand is normal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

No. 1 (new B. W.) hickory, $4 doz.; 
No. 2 (new B. R.), $3 doz.; second 
growth hickory (new A. W.), $5 doz.; 
finest select second growth hickory 
(new A. A.), $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1 (new S. B. R.), 90c doz.; finest 
second growth hickory (new S. A. 
W.), $1.80 doz. 


HINGES.—Sales are only fair. 
are firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 
Heavy strap hinges in bundles, 4 
in., $1.00; 5 in., $1.30; 6 in., $1.85; 8 
in., $2.62; 10 in., $4.20 per doz.; extra 
heavy T hinges in bundles, 4 in., 
$1.34; 5 in., $1.66; 6 in., $1.95; 8 in., 
$2.96; 10 in., $4.80 per doz. 


ICE CREAM FREEZERS. — An im- 
provement in sales is noted. Prices 
are unchanged. 


JOBBERS’ ge pe? TO RE- 
TAILERS, F.O.B. CHICAGO: 

White Mountain, 1 “ $4.80 oy 
2 qt., $5.60 list; 3 qt., $6.75 list; 4 qt. 
$8.25 list; 6 qt., $10. 45. list; 8 qt., $13. 40 


Prices 


list; 10 qt., $17.90 list; 12 qat., $21.50 
list; 15 qt., $25.60 list: 20 at., $33.20 
list; 25 qt., $42.60 list. Arctic, 1 qt., 


$4 list; 2 qt., $4.60 list; 3 qt., $5. 45 
list; 4 qt., $6.80 list; 6 qt., $8.60 list; 
8 qt., $11.10 list. All the above less 
50 per cent discount. Alaska, 1 qt., 
$2.95 list; 2 qt., $3.45 list; 3 qt., $4.10 
list; 4 qt., $5 list; 6 qt., $6.30 list; 8 
qat., $8.20 list; 10 qt., $10.75 list; 12 
qt., $14 list; 15 qt., $17 list; 20 qt. 
$21.50 list. A discount of 20 and 10 
_ cent on all above prices. Acme, 
galv., $8 doz.; qt., enamel, 
$10" per doz.; 4 qt., enamel, $18 per 
doz. Above prices are net. 
Everybody's Freezers, 1 pt., eM 
1 qt., $4.50; 2 qt., bag 3 qt., $7; 
$8. Prices are each and aK iy -, a 
dealer’s discount of 30 per cent off. 


LAWN MOWERS.—Although sales for 
this season are below normal, the heavy 
rains during the last few days have 
stimulated buying, but stocks are ample 
to meet all requirements. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


16 in. ball bearing, 5 knife, 11 in. 
wheels, $12.35 each; 16 in. ball bear- 
ing, 4 knife, 10% in. wheels, $10 each; 
16 in. plain bearing, 4 knife, 10% in. 
wheels, $8.65 each; 16 in. ball bearing, 
4 knife, 9 in. wheels, $7.85 each; 16 
in. plain bearing, 4 knife, 9 in 
wheels, $7.25 each. 


NAILS.—There has been no recent 
price change in wire nails. Cut nails 





show some sizes with extras slightly | 


advanced. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

L. c. 1. quantities common wire and 
cement coated nails, current, L. c. 1. 
stock orders, $3.10 per keg, base, 
Dec. 1, 1927, extras. Steel cut nails, 
base, |. c. 1., $4.00 per keg. 


OIL AND GASOLINE STOVES.— | 


Sales are normal for this season of the 
year. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Perfection. — No. 72, 2 burners, 
$17.50; No. 73, 3 burners, $22.50; No. 
“4, 4 burners, $28.5 

Perfection dea: ers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

Puritan (Improved Model).—No. 42, 
2 burners, $17.50; No, 43, 3 burners, 
22.50; No. 14, 4 burners, $28.50. 

Puritan discounts the same as Per- 
fection. 

Nesco.—No. 212, 2 burners, $17.50; 
No. 213, 3 burners, $22; No. 214, 4 
burners, $28; No. 1103, high shelf 
take $6.50; No. 1104, high shelf only, 


With vitreous enameled stove stops 
and splash back.—No. 233, 3 burn- 
ers, $36.50; No. 244, 4 burners, $44.50. 

Nesco dealers’ discount, 30 and 5 
per cent. 

Nesco Rolo, 5 burners and oven, 
90; No. 400, built in oven model, 
63. Dealers’ discount, 30 and 5 per 
cent. 

Coleman.—No. 322, range, $114; No. 
328, range, $72; No. 325, range, $45; 
No. 329, range, $52.50; No. 324, range, 
$39; No. 330, range, $34.50. 

Coleman dealers’ discount, 3344 per 


cent. 
OVENS 


Perfection.—No. 211, 1 burner plain 
door, $2.50; No. 211G, 1 burner, glass 
door, $2.70; No. 112G, 2 burners, glass 
door, ; 

Dealers’ discount on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Puritan.—No. 42G, 2 burners, glass 
door, $5.50. 

Dealers’ discount, 10 or more, 30 
and 5 per cent; less. than 10, 30 per 
cent. 

Nesco.—No. 05, 1 burner, solid 
door, $3; No 5, 1 burner, glass door. 
$2.15; No. 020, 2 burners, solid door, 
$4.25; No. 20, 2 burners, glass door, 
$4.50; No. 301, 2 burners, glass door, 
thermometer, $6.40. 


WICKS, ETC. 


Rockweave wick, 25c. eacn; Per- 
fection and Puritan, $4 per doz. and 
$48 per gross. 

Discounts same 4s on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—There have been 
no price changes since last reported. 
Sales are all that could be expected at 
this season of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5-barrel lots, 83c. per gal. 
Linseed Oil, Boiled.—Barrel lots, 
89c. per gal.; 5-barrel lots, 86c. per 


al. 

Denatured Alcohol.— Barrel lots, 
58lc. per gal.; steel drums, extra, 
$6, returnable. 

Turpentine.—Drum lots, 67c. per 
gal., net. 

White Lead.—100 Ib. lots, $13.25; 
50 Ib. lots, $6.7 15; 25 Ib. lots, $3. 40; 12% 
lb. lots, $1.7 

Shellac. Maro Ib. cuts), white, $2.20 
per gal. in barrel lots; orange, $2.35 
per gal., in barrel lots. 

English Venetian Red.—In_ barrels, 
5\%4c. per lb.; in 100-lb. lots, 6%c. per 
Ib. 


re Paste.—Barrel lots, 7%c. per 


PREPARED ROOFING. — Present 
higher prices are generally observed. 
Sales are very good. 


JOBBERS’ oe ae TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade slate aidiae prepared 
roofing, $2.25 per square; best grade 
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tale surfaced, $2.25 er square; me- 
dium talc surfaced, 1.75 per square; 
light tale surfaced, $1.05 per square; 
red rosin sheathing, $55 per ton. 


| PYREX WARE.—Sales continue good 


| 
| 
| 
| 
| 





for this season of the year. Prices are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

Bread ye tee 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 6382, $12 doz.; No. 633, $14 
doz.; Shallow ‘Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—Manufacturers have reaffirmed 
present prices for the July and August 
period. The demand is very good. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Best Manila, standard brand, 2lc. 
per lb.; No. 2 Manila, 19c. per Ib.; 
No. 1, Sisal, 14%c. per lb.; No. 2, 
Sisal, 13c. per lb. 


SASH CORD.—The demand is normal. 
Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


No. 7 standard brands, $8.15 per 
doz. hanks; No. 8, $9.35 per doz. 
hanks. 


SASH PULLEYS.—Sales are only fair. 
There has been no change in price 
noted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Common sash pulleys, 55c. per doz.; 
barrels, 50c. per doz.; Common Sense, 
2 in., 55¢. doz.; barrels, 50c. doz.; No. 
110, 50c. doz.; barrels, 45c doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—Sales will continue active 
throughout July, as the wet weather 
will mean later swarms of flies and 
mosquitoes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Screen doors, No. 266, 2-8 x 6-8, 
$20.46 doz.; No. 296; 2-8 x 6-8, $24.66 
doz.; No. 311, 2-8 x 6-8, $20.92 doz.; 
window screens, No. 1833, $4.56 doz.: 
No. 2433, $5.40 doz. 


SCREWS.—Screw prices are held firm 
by all manufacturers. Stocks at old 
prices have about disappeared. Sales 
are very active. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


(New lists Jan. 3, 1928.) Flat bright 
screws, 50 per cent; round head, 
blued, 45 per cent; flat head brass, 45 
per cent; round head brass, 40 per 
cent. 


SOLDER AND BABBITT METAL.— 
Although the market is very strong, 
there has been no change in price. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Warranted 50-50 solder, $35 per 100 
lb.; medium 45-55 solder, $33 per 100 
lb.; tinners, 40-60 solder, $30.50 per 
100 Ib.; high speed babbitt metal, $20 
per 100 Ib.; standard No. 4 babbitt 
metal, $12 per 100 lb. 


STEEL SHEETS.—Prices are reduced 
this week in the Chicago district about 
15c. per hundred pounds. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

24 gage galvanized sheets, $4.65 per 
100 Ibs.; 24 gage black sheets, $3.8! 
per 100 ‘Ibs. 
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582—Lacquer Brush 







444—Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber—chis- 
eled. Tin ferrules. A 
handy brush for home 
use. Size 1” to 4” 
widths. 


Osborn Lacquer 
Brushes 


Thirty years of brush-making experience 
enables Osborn .to produce lacquer 
brushes that have exactly the right mix- 
ture of bristle to produce the best results. 





ee 
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401 —Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules—cherry 
handles. A popular 
high-grade brush. 


No. 582 (shown above) is made in 1”— 
12” —2” —2%2” and 3” widths. A 
specially prepared mixture of soft hair, 
adaptable to most lacquers, is used. It is 
properly chiseled and vulcanized in hard 
rubber. Handles are plain unvarnished 
panel type with nickeled ferrules. 


JHE OSBORN MANUFALTURING LOMPANY 
5401 Hamilton Ave. Cleveland, Ohio 
















441—Oval Paint or Varnish 








Branch Offices Brush. Black China Bristle, 
New York Detroit Chicago vulcanized in hard rubber— 
San Francisco Los Angeles chiseled. Nickeled ferrules. 






Size 154” to 24%” diameter. 
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A BETTER-WEARING BRUSH FOR EVERY USE 
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A Protest Against Too Many Toy Fairs 


fancy, which, however, has not as 
yet been manufactured. Sometimes 
they demand an impossible promise 
of delivery, and in the meantime, the 
department back home is without 
anything to sell. 

My reason for writing this is not 
to give the impression that I have 
a panacea for the ills of the toy busi- 
ness, nor do I want to have anyone 
think that I believe that this is only 
my own idea. I know that many 
men in the toy business feel exactly 
as I do about this thing, some of them 
have expressed themselves more or 
less along these lines, but the fact 
remains that nothing has been done 
toward rectifying these evils. We 
are in the year 1928 and conditions in 
1928 are far different than they were 
in 1901 or 1914. It is high time that 
an industry doing a business of a 
hundred million dollars a year or- 
ganize itself in such a manner as to 
get the benefit of its own work. 

I was one of a number that spon- 
sored a Pacific Coast Toy Fair. This 
toy fair out here has done one thing 
—it proved to me that toy buying is 
possible at the date it is held. Of 


course, there are exceptions to the | 
rule. There are many toy buyers who | 


come to New York in February and 
who are not bound by instructions 
and who place orders. There are 
some toy buyers whose orders do not 





(Continued from page 35) 


have to be confirmed ; but the rule in | biggest papers are by no means happy 


most organizations is that these 
orders must go through their regular 
course. buyers work according to a 
budget and often they simply do not 
have the money to spend so early. 
So what is the use of wasting all that 
time in the East, wasting it again on 
the road and again in Chicago and 
again in San Francisco, for the pur- 
pose of getting that one order. 

I have no illusion that this condi- 
tion can be rectified immediately. I 
know it takes time. For. next year 
the plans have already been laid and 
we are absolutely committed to go 
ahead just as we have done before, 
but I think that by 1930, something 
can be accomplished. I am satisfied 
that the sending out of questionnaires 
and things of that kind means very 
little because a comparative few 
answer them, others do not take the 
trouble to bother with them. Besides, 
the destinies of the toy business are 
in the hands of the Toy Manufac- 
turers Association and it is their per- 
sonnel that must go out and sell the 
idea of an earlier fair, so that money 
for buying toys will be available to 
buyers at the time that we want to 
sell them the goods. 

It has been said that the trade 
papers are intensely interested in 
fostering these fairs. I know from 
personal observation that some of our 





to get out these great big editions. 
One of my very dear old friends told 
me that the overtime bill on his last 
toy fair issue was so tremendous that 
he would have much preferred to 
have a nice steady business run over 
the entire year. 

Another angle that we should not 
forget is the fact that the most im- 
portant concerns in the toy business 
have permanent locations in New 
York. There is nothing to prevent 
any buyer from going there at any 
time he chooses before the toy fair 
and place his order or get his in- 
formation. If jobbers feel that they 
must go East to get their information 
in January and any particular manu- 
facturer caters to jobbers only, there 
is nothing to stop this particular 
manufacturer from having his dope 
ready when that jobber comes. 

I do not think that a fair should be 
held in June; I believe that is too late 
to do the manufacturers any good, 
but if it were held so that it coincides 
with the return of the men from 
Europe and is run over a period long 
enough so that everybody can get the 
proper degree of service, I think we 
would be on the way to make a pro- 
nounced success of the toy fair and in 
addition would cut the expense of 
selling toys to an absolute minimum. 








Sporting Goods Have a Fascinating 


Window Appeal 


(Continued from page 33) 


be the idea of the great out of doors. This is the point 
the merchant should study, then the items displayed be- 
come incidental. I am sure every merchant who has 
tried the experiment will agree with me that an attention 
getting scene with a few appropriate items of merchan- 
dise is a better attention magnet and a better trade 
getter than the window showing many items of mer- 
chandise with no center point or main thought. In try- 
ing to display many items, one cannot give them the 
“breathing space.” It is better to use more remote ac- 
cessories, such (in the case of fishing tackle) as pocket 
cutlery, lanterns, flash lights and other things that come 
in handy and mean added purchases, than just the items 
every one expects to see. 

The background of the bass catching the butterfly at- 
tracted much attention—more than any item of mer- 
chandise would have done. People stopped to look and 
to comment and many of them came into the store to 
start preparations for the fishing season. 

Windows like these are not difficult to build, especially 
if there is in your neighborhood a scenic artist who will 


make the back drop or background for a nominal charge, 
as most of them will. All that is needed is a general 
reproduction of some such scene as you have in mind. 
Say something like the setting in which you have seen a 
tent. 

Preserved natural foliage is the best to use for the 
surroundings for your tent, as this avoids steaming the 
windows, but green natural branches will serve. The 
tent should appear as it would if someone were using tt. 
The camp fire can be remnants of such a fire in the back 
yard, taken to the window. If the wax figures are avail- 
able, the scene can be made very natural. If figures 
cannot be had, then clothing can be placed to indicate 
that the camper has just gone into the tent. 

Get the air of real life in the picture and then watch 
the people stop, look, talk and come in to buy. 

There is much in the hardware store that will help to 
make excellent “mother nature” windows and if you want 
trade to come your way, do not overlook a single item 
that can be displayed in this way. 
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Eight Million 
Families are get- 
_ ting the story of 





“Tac-Ezy” now @ 


















XMS WEATHERSTRY’ joe year, when Tac-Ezy Metal 
/ . Weatherstrip first came onthe market, 
/  itwassomething new. Nobody had ever 
/ heard of it.—It was just a queer name 
/ that didn’t mean anything. 






But dealers: began to stock it and show it. 
And people bought it! They bought out the 
store’s stocks again and again. Dealers who 
sold it were simply amazed at the way it went. 











{ All this without any advertising or publicty at all. 
/ Until very recently, only a comparatively few people had 
_~ “even heard the name “Tac-Ezy” In fact, millions of 
people are learning today for the first time of this economical 
_ home-improvement that anyone can apply— How it stops 
ugha, keeps out dirt and soot, and holds down coal bills. 
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' But eight million families are getting the story now. We’re turn- 
ing on the spotlight of information through national advertising. 
f Hundreds, perhaps thousands, of these families, live in your home 
_ , town..They want Tac-Ezy Metal Weatherstrip—they’ll buy it! 
Won’ ’t you profit by this demand and sell it to them? 



















lave you taken advantage of our Introductory Offer so that you can 
rove this fast ey pik for yourgelf?, Just use 4 ita ae at the bottom. 
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Please send details of 
your Special Introductory 
bg” Offer and Dealers’ Sales Helps 
on Tac-Ezy-Metal Weatherstrip. 
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y To GENERAL WEATHERSTRIP CO. 
5114 Penrose Street « » » St. Louis, Mo. [ 
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NARROW 
NARROWER /7 no. 
NARROWEST ” 


for stools as narrow as 13” 








You can sell this for Casement Win- 
dows of any practical width. 


The same efficiency that has made Rixson No. 95 Case- 
ment Operator a strong item for repeat sales for over 
12 years is now compressed in a narrow case. Now you 
can stock No. 94, which seats perfectly on stools as nar- 
row as 114”, and meet every demand. 

No. 94 Casement Operator has the same features per- 
mitting opening and closing from inside without disturb- 
ing the fly screen, locking the sash in any position, free 
from rattling. Three and a half turns of the handle will 
operate the casement the full 90° swing. 


Write for circular on Casement Operator No. 94. 


The Oscar C. Rixson Company 
4450 Carroll Ave. Chicago, Ill. 
New York Office: 101 Park Ave., N. Y. 


No. 94 Casement Operator 


' 





























\ 
Builders’ Hardware 


Overhead Door Checks 
Floor Cheeks, Single & Double 


Rating 
Olive Knuekle Hinges 
Frietion Hinges 


Casement Operators 
Concealed Transom Operators 
Casement Hinges 

Butts, Pivots and Bolts 
Door Stays and Holders 
Adjustable Ball Hinees 





| 

















Kitchen Kutlery 


(Continued from page 27) 


he replied, “but the trouble is just as soon as the crew 
of missionaries moved on to the next town the retail 
hardware dealer would drop right back to his old habits 
of waiting for trade to come to him.” 

“But,” I insisted, ““wouldn’t this at least lead to a good 
many of the people in a town becoming acquainted with 
the retail hardware dealer in their village? This ac- 
quaintance might lead to other business. Possibly, if 
we worked the town this way the retailer might put in 
a complete line of cutlery and put a little more ‘pep’ 
behind it.” 

“Yés,” he replied, “that might happen, but I am not 
very enthusiastic about this method of selling goods. 
The cost would eat up the profits and it would be hard 
keeping the crew of salesmen together. They would be 
quitting all the time, and someone would have to hire 
and drill new men, and this is a very expensive and tire- 


some process.” 
* * * 


Well, just the same, I am very curious to know just 
how much cutlery could be sold, for instance, in the town 
of New Rochelle, Westchester County. I believe if the 
right crew could be brought together, in a week’s inten- 
sive campaign, going from house to house, it could sell 
a lot of cutlery, especially kitchen knives. We will never 
know just how much cutlery could be sold, how much 
potential business there is unless some such plan is 
tried. 

Now, I wouldn’t try this plan on shears alone or on 
pocket knives alone, but I do believe that a line of 
kitchen cutlery would sell, because they all have kitchens, 
and a sharp, well made kitchen knife always has a strong 
and practical appeal to a housekeeper. 


The Letter with a Smile 


Whether the soft answer is guaranteed to turn away 
wrath at all times or not, one thing is certain—it will 
do na harm. A pleasant bit of collection correspond- 
ence conducted by one of our readers not only retained 
the good feeling of the customer, but brought home the 
bacon. Here are the letters: 


Dear Sir: 

The wonder-words of the English Language are 
“PLEASE and THANK YOU.” 

Isn’t there something about these words that generally 
compels similar courtesy in return? 

It is nearly always a disagreeable task to write a friend 
about an overdue account. But when an important 
matter has been overlooked we believe you will appreciate 
a pleasant reminder with a cheerful “PLEASE” and a 
hearty “THANK YOU,” and wouldn’t you make an 
effort to attend to it promptly? 

No doubt, this has escaped your attention, if so, will 
you not “PLEASE” cooperate with us now and send 
check for $ “THANK YOU.” 

Yours very truly, 


To which the customer replied: 
Gentlemen : 

Notwithstanding we are told that ’tis more blessed t0 
give than to receive, I would much rather be a Receiving 
Teller than a paying one. Your “Please” and “Thank 


You” letter all depends, for its effect, on which side 0! 
the counter one is on. 


“Thanks” comes in on a sure 
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thing—you have the stuff or should have. “Please” is 
indefinite and uncertain. 

The account has not been overlooked, as you suppose, 
but is due rather to the dread and reluctancy of dis- 
gorging. Your letter is out of the ordinary and reminds 
me that stereotyped dunning such as “Please remit” is 
dull and non-effective. When I feel that a farmer needs 
pushing, I write him that I wish that he would catch a 
bad cold and “cough up.” “Please remit” is too tame, 
common and insipid to reach the spot. I never address 
them as “Gentlemen” or “Dear Sir” but as “Say Tom” 
or “Say Bob” (not Robert). This nominative of ad- 
dress gets closer to his chimney corner and the so-called 
“Dun” becomes almost a “Love Letter” and loses the 
harshness of the collecting tone which otherwise and 
generally flavors the dunning epistle. 

All of this is outside of the meaning of your com- 
munication, which I imagine was a hint for a check; 
this being the case you can credit me with the inclosed 
easement to the tune of $400.00 and as the novelist some- 
times says, “more anon.” 

Yours truly, 


* * * 


Soon after this letter the customer followed it up with 
this one, which was not unpleasant news to the re- 
cipient. 

Gentlemen : 

Here’s $400 to keep the “Thank you” department 
grinding and perpetuate its sentiment. I held this small 
donation, hoping and anticipating that this could be sent 
in response to another pretty emanation from the pen 
of the gentlemen whose prose borders dangerously near 
the poetical. 

Let us hear from him often, remembering always in 
his effusions, the anguish that accompanies the issuance 
of these fund reducers. 

Yours truly, 


* * * 


Our reader topped off with the following bit of pleas- 
antry. All of which goes to prove that collections may 
be made without heavy artillery. 

Dear Sir: = 

Your words of appreciation of the artistic writings of 
the Head of our Credit Department, are balm indeed, 
especially when accompanied by a beautiful piece of 
paper with your flowery signature to same, which in its- 
self coming even before the prose is formed on paper, 
gives a CREDIT duly gratifying. 

Even though we are loyal to all our customers and 
appreciate their patronage and good will, between you and 
me, it is rare indeed to find one, who in the handling of 
hammers, nails, plows, etc., in their every day life do not 
become hardened and forget the artistic side of life and 
their love for real ART. And when we do find one, all 
anguish in construction and time of concentration count 
lor naught, for after one letter such as received from 
you this morning, so accompanied, he feels duly repaid. 

I am sure when this day is done, and night draws her 
curtain close, sweet contentment will fill the soul of our 
Credit Man for this rare dose of praise. And when to- 
morrow is today, he will rise to meet the dawn with a 
new faith knowing that there is one in this vast universe 
who understands. 

Again thanking you. 

Yours truly, 
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with 
Union 
Canning 


Racks 





and 


at the same time boost your sales 

An inexpensive helpful accessory for the woman 
who is canning fruit at this time is a ready seller. 
Display Union Racks with a No. 8 or No. 9 Wash 
Boiler, rings and jars. Try a combination offer 
of the rack with a dozen jars at an attractive price. 
This heavy electric welded wire rack completes the 
housewife’s cold pack canning equipment. It pays 
the dealer who stocks and displays it. 


, 


Another appeal 
to the 
home woman is 
this Union 
Fruit and Vege- 
table Bin for 


modern 


the pantry, with 
heavy retinned 
wire trays al- 
circula- 
tion of air. Re- 
tards decay. 
Fills a recog- 
nized need. 


lowing 





Get the new 
prices on these 
items as shown in 
Catalog 427. 
Write today. 


Union 
Steel Products 
Company 
Albion, Michigan 
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Hot of th® Nail Ke 


Little yarns that others have laughed 


over culled from various sources. 


contemporary puts it: 
have been copied, the rest will be. 


30y—“No, mister, I don’t want to sell 
this trout.” 

Fisherman—“Just let me measure him, 
so I can say truthfully how big the trout 
was that got away from me.” 





“Mah breddren,” shouted Parson Brown, 
“vo’ want t’ be ready t’ jump when yo’ 
heahs Gabriel blow dat horn.” 

Fo’ goodness sake!” murmured Brother 
Simpson, “am he a-comin’ in a autymo- 
beel ?” 





A chorus girl, deliciously pretty but de- 
cidedly low-brow, somehow found herself 
at a very select party given by a famous 
society woman. 

The girl, lonely and uncomfortable as a 
fish out of water, was leaning against the 
wall, framed against the dark oak, when 
the hostess took pity on her. 

“My dear,” she said, “you look just like 
an old Rembrandt.” 

“Well,” retorted the damsel, sharply, 
“you don’t look too darned snappy your- 


self.” 





“There are two sides to every question,” 
proclaimed the sage. 

“Yes,” said the fool, “and there are two 
sides to a sheet of fly paper, but it makes a 
big difference to the fly which side he 
chooses.” 





Jemima, at the zoo, saw a zebra for the 
first time. ‘“‘Rastus,” she said, “what kind 
uv a animal am dat?” 

Rastus also gazed in much perplexity 
and awe. He had never seen one before, 
either. “Why, Jem, dat ere are a sport 
model jackass!” 





“T should like to interest you,” said the 
man at the door, “in theft and accident in- 
surance. Now you never know when 
someone will run off in your car when it 
is parked, and then there are accidents 
every day. Look at your evening paper.” 

“My dear friend,” said the man in the 
doorway, “my car has never been stolen 
and is never in an accident.” 

“You are a lucky exception.” 

“By no means. Thousands have the 
same experience.” 

“What’s your car?” 

“The street car.” 





Will—“What’s become of the pet wood- 
pecker you used to have?” 

Bill—“I sold him to an antique furni- 
ture dealer, and he’s got the poor thing 
working 18 hours a day making worm 
holes in tables.” 


We are told that “this year’s world 
output of motor cars will run into mil- 
lions.” We are glad of this hint, and will 
try our best not to be one of those mil- 
lions. 


A doll that says “papa” is now on the 
market, but the Toledo Blade doesn't 
think it will sound natural unless it also 
says “gimme.” 


It was a dark night at the camp. Foot- 
steps of a horse were heard approaching 
through the impenetrable gloom of a bri- 
dle path on the edge of the encampment. 

“Halt! Who goes there?” barked the 
hoarse voice of a sentry. 

“Regimental commander,” 
tired voice. 

“Dismount, colonel, and advance to be 
recognized,” came the order. 

The colonel, wearied after a long ride, 
slowly dismounted and came over to the 
rookie, who then presented arms in the 
snappiest military style. 

“You may proceed, sir,” he said. 

Laboriously and painfully the colonel 
climbed back on his horse. Then a thought 
occurred to him. “Who in thunderation 
posted you in such a place as this?” he 
asked. 

“Oh, nobody, sir,” answered the vigilant 
sentry. “I’m just practising.” 


replied a 


” 





A gentleman was relating an incident 
that occurred at the lodge the previous 
night. The president of the order offered 
a silk hat to the brother who could truth- 
fully say that during his married life he 
had never kissed any woman but his own 
wife. “And would you believe it, not a 
one stood up.” 

“George,” his wife said severely, “why 
didn’t you stand up?” 

“Well,” he replied, “I was going to but, 
you know, dear, I look like the devil in a 
silk hat.” 


1928 
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“And what in France,” asked the friend, 
‘did you enjoy the most?” 

“Well, I think,” said the lady, “it was 
the French pheasants singing the Mayon- 
naise.”—Selected. 


‘ 





“By the way, Joe, don’t worry any more 
about the $2 you owe me.” 

“Why? Don’t you want it?” 

“Not that, but there’s no use both of us 
worrying about it.” 


“He claims his wife was intractable, your 
honor, so he beat her into subjection with 
a golf club.” 

“In how many strokes?” asked the judge 
with new interest.—Life. 


About the only thing you can build now 
at the old price is a mansion in the skies. 
—Everybody’s Weckly. 





“They tell me you have a model hus- 
band, Mrs. Hicks.” 
“Yus, sir, but ’e ain’t a workin’ model.” 


“Hope you liked those queer little 
Chinese back-scratchers I sent you, dear.” 

“Is that what they are? Mercy! I’ve 
been making my husband eat his salad with 
them.” 


A Scotchman rang up a doctor in a state 
of great agitation. 

“Come at once,” he said, “ma wee bairn 
has swallowed a saxpence.” 

“How old is it?” 

“1894.” 


She—“Have I powdered my nose enough 
to hide the dirt?” 

He—“Yes, I think you've covered the 
ground.” 


“What do the three balls in front of 4 
pawnshop mean?” r 
“Two to one you won't get it back. 
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Everedy Products are a shining example of what Honestly Made Merchandise backed 
up by National Advertising and Thorough Dealer Cooperation can do. Star Sales- 
men take to Everedy Products like a duck takes to water. It pays. 


EVEREDY CAPPER STRAINER SET SYPHON FILTER 


Home bev- a 








“Brilliant Performance” 

is about the only way No. 
to describe the way the 
Everedy Syphon Filter 400 
works. Takes two tedi- 
ous jobs and cuts them A 
Price—$1.25 down toone. Saves time Price—$1.00 


erage makers 
are rewarded 
with spar- 
kling drinks when the 
Everedy Capper Model 
1018 is used. Every bottle 
sealed to stay; firm, even 
and securely capped. The 
never-stretch post guaran- 
tees accuracy. Double 
Spring-Handle Lift, Auto- ; 
matic Spring-Handle Stop not included). All in / hy 
and other special Everedy This popular product rides high on the handsome carton. $1.00 
ameovaleents ceabie you sles Heron. | Calle’ by enthusiastic 
to make quick sales. All size vessel or crock, Strains and filters. 
steel. Heavily nickeled, Heavily nickeled Stand, Strainer Bag and 
Now—$1.25. Other models Pyiter Bag. alm attractive display earton, 
$1.00, $1.15 and $2.00. sales soar skyward. $1.25. 

Write for Catalog. 





Price—$1.25 








and temper. Syphons and filters at the 
same time. Consists of Metallic Float, 
Filter-Cloth Disc, Stretcher Ring and 
Hose Clamp (hose 
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Prices Slightly Higher in Far West and Canada. 


The EVEREDY Company, Frederick, Maryland 


All Everedy Products Are Nationally Advertised and Are Endorsed by Millions of 
Users as the Standard 


| ECLIPSE ALL OTHERS FOR PROFIT. 


SWEET’S 
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The Strongest and 
Most Durable Steel Sec- 
tions Made for Every Purpose 








Sweet’s line of Steel Posts have an in- and resistence to wind and storm as well 
stant appeal to engineers and farm owners as pleasing appearance. 

alike. Made of high carbon steel and And they can easily and quickly be driven 
equipped with a special ground anchor nto any kind of soil thus eliminating time 
plate they combine the greatest durability. and labor of digging fence post holes. 
















Your customers will buy Sweet’s Steel 
Posts on sight. Available in all standard 
lengths and for any type of wire fence. 


Do you have our descriptive catalog? 





HH 
SWEETS tert 


na Hn Me Nn Hi, 
STEEL COMPANY <a 


WILLIAMSPORT, PA 
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Beware of Infringements 


All good things 
bring many imita- 
tors and the ‘‘Spirit 
of St. Louis’ is 
no exception. Right 
a 





the start we 
applied for patents 
on all required parts 
and processes. We 
have just been ad- 
vised by our attorney 
that the Patent 
Office has allowed 
us the right to manu- 
facture Aeroplane 
Construction Sets on 
22 broad claims. 






“SPIRIT OF ST. LOUIS” 
AEROPLANE 
CONSTRUCTION SETS 
WE WILL PROTECT OUR RIGHTS VIGOROUSLY 

Ask Your Wholesaler Today. Sets Retail From 


If he doesn’t carry it, write us and we will $1 to $5 
give you name of nearest one who does. Build from 5 te 250 models 


METALCRAFT CORP., Gisice ST. LOUIS 














Stone Splitting 
Wedges and Shims 
Complete Catalog of 


Granite Cutting Tools 
and Supplies on request. 


Trow & Holden Co. 


Barre, Vermont 














> BOLTS“ N 
<2) CAPSCRE 


in Big Business 






FOSIER 


Personal Service 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Union Ave. and E. 72nd St. 6249 te 6265 West 65th St. 
Telephone Breadway 640 Telephone Hemlock 4484 

















Successful retailers are 
picking the Fireplace 
Radiona—as a leader 
for their heater de- 
partments this fall and 
winter. 







To see the Fireplace Radiona is to realize 
that nothing in the industry compares with 
it—in features, appearance and heating 
ability. 
Write for details of our in- — 
teresting dealers proposition. 


ROCK ISLAND STOVE Co. 


ROCK ISLAND, ILL. 





rywhere 











Everybody’s Business 
(Continued from page 29) 


only 12 per cent. Lettuce increased 440 per cent, grapes 
216, citrus fruits 270 and celery 188 per cent. Chicago 
now gets white potatoes from 37 States, cabbage from 
22 and cantaloupes from 14. Who would be willing to 
predict that all of these figures will show as great in- 
creases in the next decade as in the one past? 

Fifty years ago the individual production of grain per 
acre in the United States was 1200 pounds; now it is 
more than 25,000 pounds. Afternoon editions of daily 
papers come out at 9 a. m. Several automobile com- 
panies are already exhibiting 1929 models. The craze 
for color has broken out in every quarter. The newest 
design of a well-known piece of office equipment is now 
being presented in beige, green, maroon, blue and brown, 
all finished in Duco. Old-time champions of the prize 
ring thought nothing of fighting once a month and were 
glad to get a few thousand dollars as their share of the 
proceeds. The modern champion has to be urged to do 
a battle a year and then in selecting his opponent always 
keeps one eye on how big the fellow is as a drawing-card. 

The evidences of change are on every side. Even the 
style in street-hawking has undergone a revolution. In 
the old days the fakirs were glad to make five dollars 
a day. Now they consider it a bad week if they fail to 
clean up $150. They have no overhead except the neces- 
sary allowance of a small fine in a different district 
every week or two. One investigator reported recently 
that New York City has 5000 street fakirs, half of them 
averaging $5,000 yearly. 

Even the old-time sandwich man is being forced out 
of business by smart individuals with more subtle meth- 
ods. Elegantly dressed in evening clothes, the modern 
edition of the human street sign saunters along display- 
ing an advertisement on the front of his shirt when he 
applies an electric current. With the current off he is a 
“gentleman” walking along smoking his cigar in a 
leisurely way. How unlike he is to the gaunt figure of 
yesterday sandwiched between two painted signs. 

Truly, the fight for Uncle Sam’s dollar has become a 
battle of wits. Prosperity has puffed us up and caused 
thousands to believe that the pitfalls on the road to 
fame and fortune have been removed. The gyrations of 
the stock market have blinded many to the increasing 
number of problems that are now up for solution. It is 
bewildering to the average person to read that an invest- 
ment of $8,000 in duPont stock had increased to $88,480 
from the close of 1921 to the end of 1927; $3,475 in 
American Can during the same period increased to $42,- 
675; $4,400 invested in McCrory Stores grew to $49,- 
704. The gains on 11 important stocks in the period 
mentioned extended from 304 to 1128 per cent without 
including the cash dividends that were paid. 

With such facts before them is it any wonder that Mr. 
Citizen and his wife threw their old copy-book maxims 
out the window and adopted the common notion that 
we are now in for a series of “ups” with no valleys 
anywhere in sight? Where we used to talk in millions, 
the conversation is now in billions. Keene and Gates 
were pikers compared to the big traders of today. A 
large insurance company at the end of 1927 had 52 per 
cent of its funds in common stocks. Great corporations 
that had been piling up surpluses for years have now 
become literally investment trusts. A recent survey 
disclosed that 150 American companies had approximate- 
ly three billion dollars in investment securities, mostly 
common stocks. 

The chief factor that has brought about the present 
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situation has been the excess of productive capacity. 
There has been no reason or incentive for business to 
invest surplus funds in enlarging plants and extending 
production facilities. Many concerns have found it 
more profitable to purchase outside securities than to 
buy their own. The idea is not new. During the violent 
boom in Great Britain from 1887 to 1890, the specula- 
tive rage extended into nearly every kind of promotion. 
Hundreds of British corporations had become what we) 
now call investment trusts. Everything went well so 
long as the market continued to rise. But the real worth 
of an investment trust is shown in a declining market. 
The british boom was followed by a crash that was felt 
throughout the world. Heaven help the investment trust} 
that starts at the peak of a boom. | 
The chief threat to American business today is from) 


over-confidence in the handling of new problems. Science} 


never has known where it was going and at no time has| 
marched confidently forward to a predetermined goal. | 


All we have been able to do is stumble onward, enslaved 
by the mechanisms we have created. Who among us is 
able to explain the “miracle” of wages rising while com- 
modity prices fall? Where is there one who has a sound 
and practical answer to the problem of unemployment ? 
We have entered a power age in which machines have 
liberated us from brute burdens. A way has been found 
to so increase and cheapen production that the so-called 
common people are able to enjoy a large share of the 
good things of life. Sixty-eight men now produce the 
same average output as 100 men did in 1914. Assum- 
ing that our factory output was 100 at the commence- 
ment of the World War, and the index of factory em- 
ployment was 129, the output figure at the commence- 


ment of the present year had risen to 170, while employ- | 
ment had dropped to 115. This represents the greatest | 
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displacement of labor that has ever taken place in world 


industry. 

In four years the output on our farms increased 10 
per cent while the number of workers decreased 5 per 
cent. During this same short period, notwithstanding 
the growth of both population and production, there was 
a decrease of 2,200,000 workers in four of our major 


industries—manufacturing, mining, farming and trans- | 


portation. In ten years the increase in individual output 
in our country has extended from 6 per cent in the 
manufacture of boots and shoes to 211 per cent in 
rubber tires. 


Prosperity has its price. Success brings increased re- | 


sponsibilities. 
and now reach a day when we must prove the wisdom of 
our policy. As to what may be the solution for our pres- 
ent high degree of economic unbalance is no easy guess. 
We cannot go on forever shortening hours and increas- 
ing wages. It is not at all certain when we will again 
be able to start new industries of such importance as 
radio, airplane and automobile manufacture. 

Europe is staging an amazing comeback and in a com- 
paratively few months has drawn a half-billion dollars in 
gold from our vaults. She also proposes to go in for 
machine methods and mass production, and this means 
keener competition for the markets of the world. We 
cannot increase loans to speculators another 2000 million 
dollars, and it is certain we cannot continue to ship money 
to Europe without taking from her a much greater 
quantity of manufactured goods than we export. 

The opportunity open to America has never been 
equalled. But to make the most of it we must proceed 
with a full understanding of the multitude of difficulties 
‘hat are to be overcome. Let us not belittle the prob- 
ms that are up for attention or close our eyes to the 
big johs ahead. 


We have accomplished wonderful things | 


| 





Ni 
wi 


“G EM”, DJUSTABLE 
REGISTER 
SHIELDS 















The popular selling ap- 
peal of “GEM” Register 
Shields is further strength- 
ened by the fact that they are now made in two at- 
tractive finishes—black as well as oxidized copper. 
“Gem” Floor Shield, Black retails 
at $1.25, Ox. Cop. at $1.50; “Gem” 
Wall Shield, Black 65c, Ox. Cop. 
75c. 













1140 BROADWAY. NEW YORK,NY. 
BUY FROM YOUR JOBBER 








KIDDIE KAR 


Trade Mark 


“KIDDIE” Vehicles 


Trade Mark 


The original and still outstanding leaders in vehicles for 
tiny tott—KIDDIE KAR, KIDDIE PEDAL KAR, and 
KIDDIE KAR STROLLER all are protected under basic 
KIDDIE KAR patent now sustained by United States 
Circuit Court of Appeals, Second Circuit. 


H. C. WHITE COMPANY 
NORTH BENNINGTON, VT. 


Kiddie-Kar, Kiddie-Pedal-Kar, Kiddie-Kart, Kiddie-Koaster, 


Kiddie-Skooter, Kiddie-Kar Stroller, Kiddie-Tender. 


















KEEP YOUR LAWN MOWER SHARP 


en 

Tell this to your customers and make 
an extra profit. The BERGHMAN 
LAWN MOWER SHARPENER is 
designed to sharpen all types of 
mowers and guaranteed to do so 
correctly. Full nickel plated steel 
body, forged bolt and wing nut, oil 
tempered springs and an abrasive 
stone of the highest quality make the 
BERGHMAN a sharpener your cus- 
tomers will glad to buy and to 
recommend. Nationally advertised in 
Better Homes & Gardens and in de- 
mand everywhere. Retails for $1.00. 





order of one dozen in attractive display 


Send for sample 
box and sta:t selling now. 


B. Berghman Co. 
5737 W. Chicago Ave. 
Chicago, Ill. 


New York Representative 
D. M. Feder, 
132 Clymer St., Brooklyn, N. Y. 
















| Everywhere Are 
Making Big 









In Steeland Wood 


Used OUTDOORS for 
Camping and Touring, on 
Lawn or Porch. INDOORS in 












Living Rooms, Sun Rooms, Bed 
Rooms. Order From Your Jobber. 


Gold Medal Camp Furniture Mfg. Co. 


1706 Packard Avenue Racine, Wisconsin 
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Have YOU entered? 
$2,000% 
Gene Dealer Contest 


S your name listed among the contest- 
ants? 











If not—there is still time to get in. 


The #e2 Manufacturing Company is giv- 
ing away $2,000.00 in cash prizes to deal- 
ers selling the most hand fire extinguish- 
ers and refills of its manufacture during 
the period of the contest—1-pt., 1-qt., 
1-4 qt., and 2 gal. Hex Fire Extinguishers; 
2-2 gal. Guardene (Soda and Acid) and 
Phomene (Foam type) Extinguishers, 5- 


gal. Accurate Pump Tank and all refills. 


If you have not already mailed us a 
coupon, fill out the one below and send 
it along at once. Return mail will bring 
you all the particulars. Any retail dealer 
can enter. Here is a splendid chance to 
make some extra money. You make a ity of GRIFFIN Hinges is 
good profit on #x fire extinguishers and 
you may win asubstantial cash prize extra. 





Thesturdy, practical qual- 


embodied in this splendid 


Every building should be equipped with 
fire extinguishers. Your market includes , 
hotnes, garages, schools, churches, clubs, line of Hasps, Stra Pp and 
stores, motor cars and trucks, motor 
boats, oil burner users, summer cottages, _H; 
etc. And we help you sell them with ad- qT Hinges. 
vertising and dealer helps. 


MAIL THE COUPON TODAY ae 


PYRENE MEG. CO. © N 
PYRENE MFG. CO., Dept. H.A., P. O. Box 621 


NEWARK, NEW JERSEY 
Branches: Atlanta Chicago Kansas City San Francisco 
Newark, N. J. Manufacturing Co 

Please send full information on $2,000 Dealer Sales E Rl E. Pp E N N S 7 LVA N | A 
Cc st. 

ontest anch Office “er 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 
Boston, 76 Batterymarch 

San Francisco, 703 Market St. 





Dealer 











